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SCIENTIFIC LAST BALANCED WEAR TAILORED TRACTION SOLES 
Engineered to give 
traction on thrust and 


Aliows full play for toes 
in action, gives ev: 
i i - counter-thrust foot- 
work—and safe footing. 


one room to work. 


SHOCK-PROOF WEAR TESTED 

ARCH CUSHION COMPOUNDS 
and cushioned heel-sea Hundreds of “recipes” 
— created to find the 
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On Top of 
The World 


A fine product reaches the 





top when it possesses the 
essential virtues for leader- 
ship... and has demonstrated 


the right to stand first. 


For its incomparable Quality, 
Color, Finish and Durability 
the position of pre-eminence 
in the world of Calfskin is 
occupied today, as it has 


been for many decades, by 
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... a dressy tailored pump with triplicate 





cording around collar and on looped 
bow. Tandrite Calf, Town Brown #572. 
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ashinglim Newsreel 


by EUGENE J. HARDY 


Pressure for government action on hide, leather, and shoe prices has 
resulted in an entirely new government attitude. Startling as it may sound, 
responsible government officials in four different departments have seriously 
discussed such restrictive measures as shoe rationing, style restrictions, and 


leather allocations. 


Why this sudden change in attitude? Officially, no reason has been 
made public; in fact, the consideration of such measures by officials in a 
position to invoke them has been a closely guarded secret. 

In querying policy officials in the coordinating agencies, BOOT AND 
SHOE RECORDER learned that the following reason, spurious or otherwise, was 
re-echoed in every instance: 


"Pressure for government action from the shoe industry did not conform 


to facts in our possession. Therefore, it has been deemed necessary to discuss 


the possibility of invoking some of the wartime restrictions to protect the 
consumer, if this cannot be done by shoe industry." Privately, they say, "Such 


action will not be necessary if the industry keeps its own house in order." 

One official, whose recommendations carry much weight with Recon- 
version and Stabilization Director John Steelman, and who has always been 
friendly to shoe interests, expressed amazement to B&SR that "the shoe industry, 


with its long experience in Washington and excellent wartime record, has not yet 
learned that information given to one government agency to make a specific point 
can boomerang when used by another agency with regulatory powers." 

This reaction set in after several inter-agency meetings were held to 
discuss industry presentations on the drying up of leather deliveries during the 
period when OPA's future course was doubtful. 


Considerable resentment toward the shoe industry has been built up as 
a result of industry efforts to have hide, leather and shoe price ceilings 
raised or lifted. Justifiable or not, this attitude overshadows all coy y 
thinking on these problems. Consequently, OPA is holding fast to its 154 cent 
hide ceiling and is supported in this by CPA. 

These efforts on the part of the industry have caused government 
agencies to survey individual financial statements. The government has particu— 
larly interested itself in firms that have been asking for decontrol. 

It may very well be that too much interest is now being centered on 
ae industry by Washington officialdom to the detriment of the entire 
trade. 




































































Certainly, the discussion of such measures as shoe rationing and style 


restrictions, which the ind industry | was able to have removed only after prolonged 
negotiation, are not the signs of a benevolent t attitude. 

Throughout Washington, the shoe industry is being widely discussed. 
Representatives of the so-called inside Washington newsletters are dogging the 
footsteps of officials to get the inside dope on the shoe situation. 


Much of this has resulted from stories in various publications and 
industry correspondence relating to the » Closing of shoe factories and the cur-— 


tailment of shoe supplies. 


Government economists cannot understand such claims, particularly when 
t Department of Commerce still predicts production of more than 500,000,000 
pairs this year, despite the fact that production in the last half of the year 
will be less than that in the first six months. Hide production will be greater 


than the first six months output, but wiii be lower than that of the last half 
of 1945. [TURN TO PAGE 162, PLEASE] 
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Lill of the Lied 


GLADYS M. CLOUGH of the 
Clough Shoe Store in Kenosha, 
Wis., says: 

“Any retail store of tomorrow 
must adopt a different policy to- 
wards their customers in order to 
succeed. The attitude of ‘Take it 
or leave it—-someone else will buy 
if you don’t’-—which predominated 
during the war, will have to be 
buried deep and well. Customers 
are tired of it—tired of being 


tO, _/ 
gl NES Ps - 


Jo 











treated without a little respect, to 
which they are entitled; and will 
appreciate a store where courtesy 
predominates and they are made to 
feel that their business is appre- 
ciated. 

“We have a small family store— 
remodeled two years ago—with a 
volume over $60,000, and our motto 
is: “Treat the customers as you 
would like to be treated.’ Our 
clerks are instructed in putting the 
customers at their ease and making 
them feel that we appreciate their 
business. We do everything we can 
to serve them and you can believe 
me when I assure you it pays the 
largest dividends.” 


” +. * 


NORMAN SOUTHER, secretary- 
treasurer of The National Shoe 
Travelers’ Association, Chicago, 
Ill, says: 

“The National Shoe Travelers’ 
Association wishes to go on record 
as being opposed to any reduction 
in the basic commission now being 
paid for selling shoes. We are also 
opposed to the straight salary plan 
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which would probably mean the so- 
called ‘Living Wage’ formula—sub- 
sistence, but nothing more. 

“We see only ONE reason for 
adopting either plan and that is the 
idea to reduce the earnings of the 
traveling shoe salesmen. Lowering 
the basic pay rate for salesmen is 
not in line with the treatment ac- 
corded other workers in the shoe 
industry. 

“Real salesmen love to travel, to 
open new accounts and all they ask 
is that they be paid a just commis- 
sion which is not under 5 per cent. 
They are the ones who make produc- 
tion possible. Give them the incen- 
tive and the shoes to sell and they 
will do the rest. 

“Do not eliminate the salesmen. 
Do not make house accounts out 
of their best customers. 

“Keep the salesmen free and keep 
commissions at their present levels.” 


A “FREE SHOPPERS’ SHUTTLE 
SERVICE” is now being operated 
between a large parking lot and the 
seven big department stores in 
downtown Denver. “It’s the answer 
to the woman shopper’s dream,” 
said Sam Sherman, vice president 
of the May Department Stores Co. 
and general merchandise manager 
of the May Co. in Denver. Shoe de- 
partment heads of the seven stores 
—The May Co., The Denver Dry 
Goods Co., Neusteter’s, J. C. Pen- 
ney Co., Gano-Downs, Daniels and 
Fisher and Joslin’s—all agree. 
Here’s how it operates: A woman 
drives downtown to buy a pair of 
shoes. She drives her car to the 
Shoppers’ Parking Service lot and 
is taken in one of the six 1946 Ford 
station wagons, driven by a war vet- 
eran, to the store she designates 
(one of the seven). After she is 
through shopping in the store, she 
phones to the parking lot that she 


is returning and would like her car 
ready. She takes the station wagon 
back to the lot and is on her way 
home in less time than, in many 
cases, she would have spent just lo- 
cating a parking spot and walking 
from there to the store. All that the 
shuttle service has cost her is 15 
cents for the fraction of an hour 
her car was parked. (She could 
have parked the whole hour for the 








same amount). Excellent timing 
keeps round trips in the station cars 
to exactly eight minutes. 

The shopper can make her pur- 
chases wherever she chooses. How- 
ever, to return to the parking lot, 
she must be at one of the seven co- 
operating stores to be picked up by 
the station wagon. 

The Denver Retail Merchants As- 
sociation has endorsed the service 
and the head of the police traffic divi- 
sion says: “The shuttle parking sys- 
tem represents the kind of planning 
that will definitely ease traffic prob- 
lems in Denver and other cities.” 


* * * 


ALEX CHERNOFF, manager of 
The Tradehome Shoe Store in St. 
Paul, Minn., says: 

“Because of the prominence of 
eur slipper display in a ‘Slip- 
per House,—a large display unit 
against a wall on one side of the 
store (well toward the front, where 
slippers are shown in epen stock) — 
many customers who come to the 
store for shoes, often pick up a pair 
or more of the slippers and add to 
their purchase. The extra volume is 
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a nice little addition. We keep an 
extensive stock straight through the 
year, thus building year-round 
sales. 

“We also display handbags at the 
front of the store—where salesmen 
find it convenient to suggest a new 
purse to match newly purchased 
shoes. We shall continue matching 
bags and shoes as the darker Fall 
colors come in. Casuals in darker 
shades will continue in good de- 
mand, we anticipate.” = - 





IT SURE IS 


—Our friend, Tom Drier, author and 
business philosopher, recently re- 
lated the following incident to 
illustrate how many executives 
seem to delight in doing things 
the hard way—the most expen- 
sive way:— 

—"They are like the director of a radio 
show who wanted to get the sound ef- 
fect of water being poured out of a 
barrel onto some boards. They tried peas 
on oiled paper but that wasn't it. They 
tried dropping pins on a taut square of 
silk, and that wasn't it. 

—"Finally, a quiet fellow who was 
standing nearby said: ‘Suppose you try 
pouring water out of a barrel’ onto some 
boards.’: They did, and that was it.” 

—It's much easier to climb a ladder 
than to try and scale the wall. 


President 





THE NATIONAL FOOT HEALTH 
Council in “A Confidential Message 
to Shoe Fitters” stresses the impor- 
tance of proper fitting of shoes and 
defines the essentials—for newcom- 
ers into the shoe field, as well as the 
“regulars.” 

“What constitutes a good fit? (a) 
The length of the shoe must allow 
the foot to lie naturally, without 
cramping the toes. The great toe 
joint should come where the sole 
shape has its pronounced curve. In 
cther words, the widest part of the 
foot must come at the widest part 
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of the shoe—the ball. This is the 
most essentia! point. 

“(b) The toe of the shoe must 
be wide enough to allow the toes of 
the feet to spread when walking. 
(c) The shoe must be wide enough 
at the ball with flexible leather soles 
to allow the foot to bend easily in 
walking. (d) The shank of the shoe 
must fit snugly at the arch of the 
foot, at the waist and at the instep. 
(e) The heel must fit snugly and not 
slip. (f) The fastenings must not 
bind the foot. 

“Fit your shoes carefully and ac- 


curately.” 
. ” a 


SARAH HAMILTON BERCHALL 
of Abbott Kimball Company, Inc.. 
says: 

“Organized fashion is no longe: 
a woman’s play-toy. It is a man’s 
powerful selling tool. He uses it to 
his own profit, to sell more things 
faster to a wider market and to re- 
place them oftener with other things 
which consumers believe to be new- 
er in fashion. Fashion is Big Busi- 
ness, and nobody who sells anything 
can afford to disregard it. . . . How 
is a business man to watch changes 
in Fashion? How is he to evaluate 
them? How is he to time them? 
How is he to get his line ready to 
sell with the trend of Fashion on 
the first upswing of demand? There 


is no simple formula. There is no 
easy answer. All I can do is to state 
the theory of how to keep a business 
in the trend of Fashion: 
“1. You must have the right kind of 
consumer contacts. 

2. You must know what creative de- 
signers and manufacturers are 
preparing to offer the style-setters 
and those who copy them. 

. You must have the right contacts 
with the publications that report 
the trend of Fashion. 

. You must have sound market re- 
search to check the opionions of 
fashion scouts. 

. You must have wide distributive 
contacts to keep abreast of cur- 
rent public demand. 

. You must have intelligent pub- 
licity work. 


7. You must present your product 
smartly. 

“The basic fact remains that when 
you sell with Fashion you sell with 
human nature and profit according- 
ly. And when you sell against Fash- 
ion, you sell against human nature 
and make it terribly tough for your 
sales force. Now, as never before. 
business men must observe the trend 
of Fashion and use it to sell more 
goods faster to a wider market . . . 
maybe all over the world!” 





"Sell him o poir that squeaks, | want to know when he gets home from his poker games!" 
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SHOE people who have sometimes complained that the 
public was insufficiently aware of the importance of 
footwear in the general scheme of things, and who have 
been inclined to attribute this to a lack of shoe pub- 
licity in the press and on the air, will probably be will- 
ing to concede that enough shoe news broke in the past 
six or eight weeks to more than make up for previous 
shortcomings. Day after day front page headlines, 
market reports and editorial comment stared the read- 
ing public in the face; for a fortnight or two hardly 
a night passed when the newscasters didn’t have some- 
thing to say about the shortage of leather, the with- 
holding of hides from the market and the possible shut- 
ting down of shoe factories. 

Unfortunately, most of this publicity wasn’t of a char- 
acter to serve a very constructive purpose from the shoe 
man’s standpoint, either in helping to solve immediate 
problems or in adding to the prestige of the industry 
and its products. The difficult situation that has devel- 
oped in shoes and leather with regard to supply and 
frices is almost too complicated to lend itself to simple 
newspaper analysis. The public doesn’t yet understand 
the part that the revocation on June 26th of interna- 
tional controls affecting hides, skins and leather played 
in the increase of hide, skin and leather prices that fol- 
lowed. Many people attribute higher shoe prices to the 
temporary lapse of OPA or to pressure from shoe man- 
ufacturers and distributors inspired by the desire for 
increased profits. 

That’s pretty unfair to an industry that has consis- 
tently played the game and succeeded in holding shoe 
prices down, even when other apparel items were ad- 
vancing sharply. But it’s a natural enough conclusion 
for a public that reads as it runs and is given to form- 
ing snap judgments, based as often as not on prejudice 
and misunderstanding rather than on facts and actual 
conditions. It’s a conclusion, however, that the shoe 
trade can ill afford to leave unchallenged. 

To help keep the record straight, so far as the shoe 
and leather trades are concerned, Boot aNp SHOE Re- 
CORDER mailed to a comprehensive list of newspapers, 
press associations and broadcasting stations advance 
copies of recent editorials which explained the signifi- 
cance of the recent revocation of international controls 
on hides and leather and the effects of this action on 
prices, against a background of the industry’s splendid 
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Education at Point of Sale 


wartime and postwar record of providing American 
consumers with an incomparably high standard of shoe 
values at prices which were low in comparison with 
other commodities, and in comparison with the prices 
of shoes in prewar years. National and local shoe trade 
associations have likewise provided the public, through 
press and radio, with much informative material of 
similar nature. 

But there is a further job that retail shoe merchants 
can do in keeping the public informed as to the whys 
and wherefores back of the very moderate price ad- 
vances that have taken place in shoes, or that may take 
place in the future. The retail shoe store provides the 
immediate point of contact between shoe trade and 
public; it is here at the fitting stool that the average 
consumer expects to obtain accurate information and 
advice, not only about fashions and fitting of shoes but 
likewise about values, quality and prices. - 


SHOE merchants should make certain that their sales- 
people are informed about these things, that they know 
and can explain intelligently to customers why shoes 
from now on may cost more, that it isn’t a question of 
taking advantage of shortages and the needs of the pub- 
lic to push prices up, but that world-wide developments 
in the primary markets, advancing labor costs and in- 
creased costs of production and distribution all along 
the line are making it impossible to supply the public 
with shoes today at the prices that prevailed a year or 
six months ago. 

The same issues of New York daily newspapers that 
reported the most recent readjustments in certain leather 
price ceilings told of the approval by the Wage Stabili- 
zation Board in Washington of wage increases affecting 
more than 27,000 employees in the shoe manufacturing 
iudustry. Increasing costs and higher prices all along the 
line, from farm and factory to the final point of distri- 
bution to the ultimate consumer, seem to be the order 
of the day. Where it will end, no man knows,but mean- 
while every industry must defend its position and its 
ection at the bar of public opinion. And shoes are no 
exception. An intelligent, well informed body of retail 
shoe salesmen can accomplish more than any other 
group or organization toward setting the public right 
concerning the truth about shoe values and the reasons 
for prevailing price levels. 















































RESTRAINT 


Fashion Trend Toward Ladylike 
Elegance Demands New Coor- 
dination Planning. Bags and 
Belts Become Smaller and Neat- 
er, Shoe Styling More Restrain- 
ed, to Comply with Dressmaker 
Feeling in Clothes. 


Opposite: Dressmaker feeling conveyed 
by soft shirring in a shoulder-slung liz 
ard bag by Deitsch Bros. Walled-toe 
lizard sling pump with extended sole, 
stitched tailored bow, 18/8 heel; Stac- 
cato by Palter De Liso. Paisley scarf by 
Glentex, Glensder Textile Co. “Cava 
lier”, Elvette handsewn buttoned shortie 
Dawnelle glove by Manne & Weill. 
Sweeping line of the fishtail repeated in 
jewelry designed by Alice Johnsen for 
Charles A. Buiek. 








Hattie Carnegie’s gentlemanly cutaway, inspired by 

the English morning suit, with the new long. reed- 

slim hipline. Black wool coat, slim gray and black 
striped woolen skirt, satin as-ot blouse. 


Calf-bag, self-trimmed, from Friedman & Shanbron. 

A design of gentlemen wearing cutaways on the 

Glentex scarf from Glensder Textile Co. Calf belt 

by La Rue Fashions. Sleek calf d’Orsay opera pump 

on 21/8 heel, Customcraft by Schwartz & Benjamin. 

Umbrella by King Novelties. Gloves from Norman 
Rlum & Ca. 
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IS KEYNOTE OF FALL ACCESSORIES 


by ELINOR FOX 


THis Fall season of 1946 marks another era in the a — dul ae another poe a lend- 
changing cycle of fashion. The make-do ingenuity of buttoned jecket of this equa end brown weel anit 


the war years and the carefree gaiety of the early post- from the collection of Samuel Kass. Photograph 
war period have resolved themselves into a fine dis- courtesy New York Dress Inctieuse. 
crimination in dress, in which the dressmaker touch is 
applied with excellent results. This quieting of spirit 
is having a noticeable effect on the Fall accessory and 
shoe picture. 
For the past few years accessories have enjoyed a 
veritable field day as the most outstanding and really 
essential items in a woman’s wardrobe. As L-85 bore 
down on manufacturers and designers in the apparel in- 
dustries, limiting their use of materials, the silhouette 
narrowed down to become the “basic” dress or suit, 
deriving its character from the accessories worn with it. 








Womerp bought many accessories which expressed varied 
moods in order to make the “basic” equal to any oc- 
casion from nine-o’clock-at-the-office to dinner-at-eight. 
Accessories were the tools with which a costume was 
created and the voice which bespoke its importance. 
This year, however, the tables have been turned. 
There is now talk of “the costume look,” but it is inter- 
-preted through a different medium. The silhouette of 





Formality and elegance in satin acces- 
sories. “Black Magic”, a satin-cuffed 
5-button turn-back glove of double- 
woven cotton by Dawnel’e, Manne & 
Weill. Pearls by Marvella. W einreich 
Bros. Simplicity of design in a %" 
suede belt with satin bar. bv Relt Cre- 
ations. Tall “dandy” umbre'la in satin 
case. plastic handle and tip, hv Leder- 
er de Paris. Open-toe suede sling with 
4,” platform and 20/8 heel in satin. 
soft satintrimmed ornament, by La 
Valle. Small. neat satin bag. gold 
frame, by Josef, Gold Seal Importers. 





Black satin important for cocktails- 
through-evening this Fall. Hattie Carneg- 
ie again inspired by elegant masculine 
attire. “Tuxedo” dinner suit of blaci: 
wool with black satin collar and pocket 
flaps. White Alencon lace blou-e ruffled 
at neck and wricts in Pierrot fashion. 


the dress or suit is the thing which states boldly and 
definitely the character of the costume. This has been 
achieved by the deft use of fabrics in a manner which 
emphasizes one or more important features of the 


silhouette, such as the minute waist, the rounded hips, 


or the molded shoulder. In general, the silhouette has 
been elongated, but it has also been softened and 
rounded out. Often there is merely an illusion of length 
created by gracefully dipping lines in jackets, skirts, and 
necklines. 

Briefly, then, here is the Fall picture in women’s 
clothes. Shoulders are broad but rounded in a ladylike 
way. Sleeves are pushed up and billowing, leg-of-mut- 
ton, or sometimes long and molded. Necklines plunge 
low or rise high at the throat as focal points of interest. 
Deep necklines are draped or feature rolled collars; 
high collars are small and often stand up in the back, 
showing a small black tie. Ribbons are also used to 
draw in a high Pierrot ruffle and colorful scarfs are tied 
as a Directoire stock or a cravat. 

The hipline is given prominence by the use of a 

[TURN TO PAGE 92, PLEASE | 





MATCH THE SHOE TO THE SUIT 


This Fall Sell Your Customer a 


Gabardine Shoe to Match Her 


Gabardine Suit, Popular Choice 


in Suits to Be Worn from Sep- 


tember Right Through to June. 


new coordination idea, the gab- 
shoe for the gabardine suit. This 
ine pump from Zuckerman & Fox 
@tractively detailed in suede on vamp, 
form and heel. The suede trimming 
matched in the handbag of Koretolope 
ge-resistant suede with hinged open- 
and gold knobs from Koret and the 
ble Vel-Deer mocha suede stitched 
tie gloves from Fownes. Note soft 
maker touches in vamp of shoe and 
detailing to harmonize with feminine 
ent of suit with its billow sleeves, 
tk back and jeweled buttons. Gold- 
f a sterling cuff bracelet and earrings 
Fem Castlecliff. Clusters of brilliants add 

; e to their simplicity of design. 
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like this charming model in pure 
beige gabardine, accented smartly 
black, brown or navy shoes in gabar- 
and other accessories in the match- 
color, will be good fashion from now 
next Summer. Photograph courtesy 
Russeks, New York. 











Front of the new Max Branovan store in the industrial area of West Allis. Note the curved 
glass windows and the off-center entrance. 


How Safety Shoes Built a $500,000 Business 


Starting in a Small Way in 1928, Max Branovan Soon Realized 
That His Conventional Family Shoe Store Needed a Shot in the 
Arm. He Selected Safety Shoes as the Stimulus, and Workers in 
Milwaukee Responded So Well That He Plans a Third Venture. 


BACK in 1928, Max Branovan, a young shoe clerk, 
opened a family shoe store in an outlying neighborhood 
in Milwaukee with a low wage earning standard. Busi- 
ness was slow in coming in, especially during the de- 
pression years. 

But just at the beginning of the industrial upsurge an 
inspiration came to the young store owner. It occurred 
to him that the many thousands of workers who were 
being added to the payrolls of the big Milwaukee fac- 
tories would require foot protection. Inasmuch as the 
regular style shoes were not selling, the sale of safety 
shoes presented a big opportunity for extra business. 
The big problem was how to get this business into the 
store. 

The location of Branovan’s store was in a non-indus- 
trial section, and the workers who would buy safety 
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shoes resided around factories situated many miles 
away. Mr. Branovan determined that the only way to 
get this safety shoe business to his store was by going 
to the factories all over the city soliciting the business 
of these plants. He realized that to warrant the travel 
of working people many miles from their homes to pur- 
chase safety shoes at his store, he would have to offer 
something unusual. 

He laid the groundwork for the attraction of this 
business by putting into his store a large assortment of 
sizes, styles and widths. Heretofore, most stores carried 
only one width in no more than two styles of safety 
shoes. The fact that a large selection was carried in 
stock by Mr. Branovan made it possible for almost any 
industrial worker to be fitted correctly. Managers of 
numerous plants were soon impressed and began to 
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‘e store by directing their workers 


cooperate with 
there. “ » 

Soon workers from‘all parts of the city were coming 
to the Branovan store. The men usually brought their 
wives and children and, in addition to buying safety 
shoes, bought dress shoes for themselves as well as 
for their families. Mr. Branovan’s small store could 
not handle all the extra volume, so he moved to an 
outlying neighborhood closer to the industrial section. 
The business continued to grow in ever-increasing vol- 
ume. The store was kept open evenings to accom- 
modate the working people. 

Milwaukee is composed of a number of industrial 
districts. To service the vast West Allis factory area, 
which is the third largest manufacturing district in the 
United States, Max Branovan recently opened a new 
store in this section. From the day this store opened 
its doors it has had a steady clientele of local working 
people who come in for safety shoes and buy other 
footwear for themselves and members of their families. 
The two stores now service more than 200 industrial 
plants in Wisconsin. In 1945 the volume of these stores 
reached a figure close to a half million dollars. 

A total of 21 styles of safety toe shoes is carried. 
These styles are for work and dress, for men and 
women, and are handled in a variety of leathers from 
soft kangaroo to the heavier work types. More than 
10,000 pairs are continuously kept in stock from sizes 
3% to 16 and from AAA to EEE widths. Prices range 
from $4.35 to $7.00. 

An additional store is being planned for another 
busy industrial area in Milwaukee. 

Max Branovan, who has always been known to be 
quality minded, attributes his success to the fact that 
he has always carried nationally known quality brands 
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MAX BRANOVAN 


Owner of the Max Branovan stores in Milwaukee, who 
is soon to open his third outlet. 


of footwear for the entire family. With the selling of 
these lines goes smart merchandising, advertising and 
@ flair for dramatics. Every salesperson reflects the 
energy and enthusiasm of the owner. A customer is 
never permitted to forget where his shoes were pur- 
chased. As a result, the business of the Max Branovan 
Stores is growing faster than at any period since the 
start of this enterprise. 


A view of the interior of the 
store in West Allis, a suburb 
of Milwaukee. Fluorescent light- 
ing is concealed, and shoes are 
displayed liberally in brightly 
colored wall cases. 
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Windows Serve as Interior Displays 
In New Coast Store 





New facade of Barnett’s 
shoe store in Long Beach, 
California, is of white 
marble and has interest- 
ing window arrangement. 
Window case on left 
blends into women’s 
salon and becomes inte- 
rior display case. 








The children’s salon on the 
lower floor is completely 
soundproofed and separated 
from the men’s shoe depart- 
ment. Color scheme is ma- 
genta, pale blue, buttercup 
vellow. Mother Goose murals 
are painted on wall. 





$85,000. Harbin Hunter, architect, remodeled and de- 
signed the structure, which embodies the newest con- 
( LIMAXING 25 years of business in Long Beach, cepts in scientific store architecture and engineering. 

Calif., Barnett’s, well known West Coast shoe retailer, The new facade is of white marble and has many 
has opened its newly modernized store in a new loca- spacious windows, one window also serving as an in- 
tion at 207 Pine Avenue. Cost of improvements was terior display case. Windows and the two glass door- 
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by J. P. SAYER 


The women’s shoe salon has 
carpeting and draperies of 
beige. Chairs alternate in 
beige, soft blue, dusty rose. 
Wall shadow boxes make in- 
teresting display for women’s 
footwear and bags. Counter 
at right is for handbags. 
hosiery, and belts, with plen- 
ty of glass showcases and 
window cases to display 
merchandise attractively. 


ways have been designed so that interior and exterior 
are blended into one, with the result that customers 
seem to flow into the store without being conscious 
of it. 

Air conditioning, soundproofing, and recessed in- 
direct lighting are used throughout, and the applica- 
tion of modern color dynamics on both the main and 
lower floors is of particular interest. The main floor 
is devoted to women’s shoes, handbags, belts and 
hosiery; the lower floor has separate salons for men’s 
and children’s shoes. 

In the women’s salon carpeting and draperies are of 
beige, and modernistic chairs alternate in colors of 
beige, soft blue and dusty rose. Six shadow boxes set 
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The men’s salon on the 
lower floor is completely 
masculine. Brown and white 
plaid wallpaper, comfortable 
leather couches, hunting 
scenes make it a man’s 
world, lend atmosphere. 


into walls make attractive displays for footwear and 
handbags. 

It has been found that customer resistance to travel- 
ing downstairs is practically nil, due in part to the 
clever use of mirrors which given an illusion of width 
to the stairs and which keep the customers busy look- 
in at themselves. Then, too, the downstairs salons are 
as beautifully appointed as the main floor salon, and 
there is none of the bargain basement appearance that 
oftentimes characterizes departments below the street 
level. Comfortable leather couches, paintings of English 
hunting scenes, and brown and white plaid wallpaper 
give the lower floor men’s shoe and hosiery section a 


completely masculine atmosphere. 
[TURN TO PAGE 92, PLEASE] 
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Guy Pontifix demonstrates a foot appliance in Burt’s orthopedic section. This has been a 
stock item with him for over twenty years. 


Style and Comfort—Fundamentals for Sound 
Shoe Merchandisin¢ 


TIME was when a shoe sold merely because it was smart 
in appearance. There was also a time, in the not so dis- 
tant past, when, because of shoe rationing, customers 
grabbed whatever shoes they could get, almost with no 
regard for style or fit, fearing that the day would come 
when no shoes were to be had. Customers are wiser 
now, and neither a smart appearance alone nor the fact 
that a shoe is available is sufficient stimulus to make 
them buy. 

It has become a truism that style and comfort must 
go hand in hand. This axiom has been amply demon- 
strated by the E. W. Burt Company, 17 West Street, 
Boston, Mass., where adherence to the policy of correct 
fit in smartly styled shoes throughout the years has built 
a solid repeat business. Founded in 1873, this firm 





Exterior of the E. W. Burt Company in Boston. 
The store was founded in 1873 and has been 


building repeat business ever since. 


Boot and Shoe Recorder 





That One Is as Necessary as the Other in Satisfying Customers and Bring- 
ing Them Back for More Has Been Proved Conclusively by the Experiences 
of a Well-Known Boston Firm Operating Two Distinct Shops Under One Roof. 


specializes in the smartest of shoes in high grade lines, 
intelligently fitted. Style, the owners know, is para- 
mount at the time of purchase, but it is the comfort cus- 
tomers enjoy that will bring them back again and again. 

Well known to the public simply as Burt’s, this estab- 
lishment has the almost unique distinction of housing 
two separate operating companies under one roof, with 
a common ownership. 

E. W. Burt & Co. operates its store on the street floor 
and, under the able management of Guy R. Pontifex 
sells smart day-time shoes as well as orthopedic foot- 
wear and, for the convenience of its customers, main- 
tains a complete foot comfort and accessory section. 
Mr. Pontifex, a shoe man of over thirty years’ experi- 
ence, has spent nearly twenty-two years in business 
under the Burt banner. Associated with him are five 
alert salesmen who know that, whether or not merchan- 
dise is scarce, their customers are receptive to sugges- 
tions because they have learned by experience to be- 
lieve in the store and the complete foot comfort service 
it renders. 

The store on the second floor is operated by the 
Burt Fashion Shop, managed by Samuel W. Ellen, who 


has been connected with Burt for more than sixteen 
years. Here high style footwear is carried and sold by 
four regular salesmen. Here, also, extensive alterations 
have been undertaken calculated to develop one of the 
most beautiful small shoe salons on the eastern seaboard. 

Both men—Mr. Pontifex and Mr. Ellen—share three 
cardinal tenets of merchandising: (1) An exceptional 
amount of personalized service begets customer confi- 
dence; (2) While customers are style conscious, they 
are also comfort conscious and, therefore, must be cor- 
rectly fitted with the proper compensation for foot weak- 
ness in selling orthopedic footwear; (3) A satisfied cus- 
tomer will return to buy again. 

Trained personnel with extensive knowledge of human 
feet take the same care in fitting today’s customers that 
Mr. Pontifex and Mr. Ellen took in fitting those of a 
former generation. To back up its selling force, Burt’s 
uses radio and newspaper advertising and twice a year 
‘conducts a direct mail advertising campaign to its cus- 
tomers. 

There’s substantial profit and, as Burt’s staffs maintain, 
a world of satisfaction in the promotion of common sense 
foot relief and the proper fitting of its customers. 


View of the style section at Burt’s. The store caters to a discriminating clientele. 
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_ gem Ad Copy Must Appeal 
To a Buying Urée 


SHOES are sold by words—solid selling copy. The lay- 
out and the pictures in a shoe advertisement help to sell 
—yes, but they are essentially window dressing. 

Too many shoe merchants think of writing as some- 
thing reserved for a gifted few. But writing the kind 
of copy that sells shoes is not an art in that sense of the 
word. The merchant who can sell shoes by telling the 
customer about them can also sell them through the 
medium of the printed message—if he knows how. 

It is this “how” which trips so many amateur shoe 
ad writers. There is one basic and vitally important rule 
—to hit a buying motivation. Too often this rule is 
not observed. Too many shoe advertisers write what 
ad men call “sellers’ copy,” describing a shoe, for ex- 
ample, as “made of the finest leather,” or as “the best 
value we have ever offered.” 

Reading the shoe advertisements in his or her favorite 
newspaper, the consumer applies one yardstick to ad- 
vertising: “What will it do for me?” While the connec- 
tion between fine leather this shoe is made of and its 
benefit to the consumer may seem obvious to the mer- 
chant, it is not obvious to the reader. To hit him, copy 
must be couched in his own language—the buyer’s 
language. 

It must describe the benefits to him—what he gets 
in the way of comfort, style, longer service, and, most 
important, in the way of satisfying his basic buying 
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This copy sings as it sells: “‘American 
women have the most beautiful legs in the 
world’ . . . we quote from Vogue. Conse- 
quently, our shoe designers set out to flatter 
them. They made them young because we're 
young. Light and flexible because next to 
beauty we love comfort. Smart as fine crafts- 
manship and fine materials can make them. 
because we demand superb quality.” 


Second in a Series of Articles 
Devoted to Helping the Shoe Re- 
tailer Make His Advertising More 
Effective in Creating Sales. 


needs, and it must do this in his language. The fine 
quality of the leather should be presented as a secon- 
dary feature, as the reason why Blank’s particular shoe 
will satisfy his buying needs. 

Elmer Wheeler, president of the Tested Selling Insti- 
tute of New York, once advised restaurateurs to “sell 
the sizzle rather than the steak.” He knew that people 
buy the pleasure of a good meal rather than a chunk of 
meat; they buy comfort, not. chairs; many, many times 
they buy envy when they purchase shoes. To sell them, 
copy must arouse emotion. Solid, statistic-quoting copy 
is indispensable when offering equipment for engineers 
to use, but for the average consumer—and that includes 
the shoe customer—strong emotion is needed. 

When the reader’s eye has been brought into the main 
selling copy through attention-grabbing layout and in- 
terest aroused by the headline, he still is not sold. To 
sell him, an effectively-written block of selling copy 
must do certain things. These are: (1) keep the reader’s 
attention; (2) arouse his interest; (3) secure convic- 
tion—belief that what the advertiser offers will satisfy 
a need; and (4) sell him. 

Many advertisers believe that high-flown language 
has an air of dignity. In practice, however, it brings 
few dollars into the cash register. Good advertising is 
written simply, in the same everyday language and slang 
that the shoe customer himself uses. 
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Are Foreign Markets Worth While? 


An American Shoe Man Who Spent the War Years In 


England and Who Has Devoted Intensive Study to the 


Subject, Believes They Are Both Interesting and Profitable 


by JOHN E. HARRISS 
International Advisory Service 


EXPORTING is certainly not America’s forte. A rapid- 
ly increasing domestic market over a period of years 
has taken care of our production reasonably well, espe- 
cially during the seasonal peak periods. 

With the recent expansion of shoe manufacturing 
capacity there will undoubtedly come a time when over- 
production will make necessary the cultivation of for- 
eign markets whether we like it or not. 

Why do we hesitate when exporting is suggested? 
There is but one reason—the natural hesitancy to have 
enything to do with things that we don’t understand. 
We just can’t visualize the shoe buyer in London or 
Antwerp nor the way he does business. It is the heri- 
tage of America to be interested in things new and 
different except when it comes to doing business in a 
market that is outside the boundaries of our country! 

Just try to realize that a shipment from Boston to 
London covers no more mileage than a rail shipment to 
San Francisco. If the San Francisco shipment goes by 
boat it travels a far greater distance, yet New England 
manufacturers have for generations shipped to the West 
Coast and thought nothing of it. 

It is not distance but political divisions of the world’s 
surface that frighten us. Modern transportation has 
reduced distance, and we hope that the United Nations 
Organization will have a similar effect on the political 
boundaries. 

Exporting with some nations is essential, and in these 
countries the manufacturer who exports his commodity 
is inclined to look down upon his fellow manufacturer 
who is satisfied with the domestic market. The exporter 
is considered a better merchant—a more capable man 
with a worldly outlook. Incidentally, he is also more 
prosperous as a rule. 

Exporting is not difficult even though consular in- 
voices and foreign exchange’ make it seem that way. 
These can be mastered easily with a little study. 

First we must make sure a market exists for our 
product. Certain our shoes are equal to the world’s 


average for price, style and quality and are second to 
none for fit and comfort. Most nations will buy them 
if we give them a reasonable opportunity. 

Patience, however, is necessary if we are to have suc- 
cess. In normal times we hardly expected a domestic 
salesman, carrying an unknown line into a strange ter- 
ritory, to make good in less than two years. Generally 
it took nearer five. The British, who are masters of 
exporting (because of necessity) are generally willing 
to wait ten years for results! 

Selling costs are naturally higher. It may cost as 
much as 10 per cent to sell in a foreign market. Selling 
costs, however, can easily be figured into the price. 
Packing costs, if special packing is required, are always 
added to the invoice. Very often, however, packing can 
be the same as for the domestic market with perhaps the 
addition of a couple of steel straps on your corrugated 
container. 

The main advantage of a foreign market is that you 
generally have time in which to make and ship your 
orders. Domestic customers have a habit of delaying 
purchases and rushing deliveries. Foreign orders can 
many times be used to keep the wheels moving during 
seasonal dull periods. 

A word of caution, however: Study your market. It 
was a wise merchant who said, “The customer is always 
right.” Try to find out what he requires and make it for 
him. Above all don’t give him the impression that his 
people should change their customs and ideas because 
America does it that way. Our tourists in the past have 
not left a very good impression abroad with their, “How 
much is it in real money?” etc. Because of this, the 
foreign buyer is cautious and sometimes as easily irri- 
tated as you would be with the situation reversed. 

Don’t be negligent of small orders to begin with, if 
they come from a big merchant, for the foreign buyer 
crawls before he walks and walks before he runs. By 
the same token he will stand by you through one, two 

[TURN TO PAGE 92, PLEASE] 
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have what it takes ! 


There’s nothing casual in the way 

these casual shoes are made. As much care 
and experience go into the designing, 
construction and fitting of EASY GOERS 
as in the most expensive Selby line. 
That’s why EASY GOERS fit, flatter 


nd make steady customers—three 


Suburban 


To Retail 
$8.95 and up 





The Selby Shoe Company 


. 
PORTSMOUTH, OHIO 


New York Office: 3120 Empire State Building + Los Angeles Office: 816 Haas Building 
ARCH PRESERVER + ACTIVE MODERNS «+ TRU-POISE + STYL-EEZ 
Nhs EASY GOERS + PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mateapaciriing ui Markeds 


Chicago 


D uriNG the last days of August the shipments of cattle 
to the Chicago stockyards reached record figures as farmers 
sought to unload before OPA. announced new ceiling 
prices. Selling figures too zoomed as an all-time peak of 
$30.25 a hundred pounds was paid for some beef cattle just 
the day before a newly established ceiling of $10 less was 
imposed. The first week in September witnessed a decided 
change, with a precipitate drop both in the number and 
quality of animals arriving in this market. 

Several days during this August period, cattle shipments 
tripled and even quadrupled those of the week before. 
While all this stockyards activity plays a favorable role in 
the meat supply for the American table, it brings no imme- 
diate relief to the leather situation. The big packing com- 
panies have announced that they must of necessity with- 
hold some of this large number of recently acquired hides 
from the market in order to accumulate inventories. They 
maintain that this is by no means “hoarding.” But their 
stockpiles are very low, and although there will be some 
release of hides regularly to the tanners, the numbers sold 
at this time will not be in the same proportions as the 
recent receipt of animals. 

The newly announced ceiling prices allow the butcher a 
certain increase in his selling price to the consumer. But 
as yet there is no change in the 1544¢ price for tanned 
hides. Tanners maintain that until the gap is bridged 
between this domestic ceiling and the 25¢ to 30¢ which 
foreign buyers are paying, there cannot possibly be a free 
flow of hides from tannery to shoe manufacturer. While no 
tanner expects, or even hopes for a ruling granting double 
the present prices, what they term “a reasonable increase” 
would make a vast difference in the leather industry. Of 
course what is reasonable to one man may seem unreason- 
able to another, but from 5¢ to 10¢ would make a remark- 
able difference, say several key factors. 

Meantime retailers are in a very restive frame of mind. 
They are in a complete state of uncertainty regarding mer- 
chandise either as to probable arrival or eventual cost. At 
the most important season of the year when every category 
of customer from high-fashion woman to school girl is in 
the market for footwear, the stores and shops are stymied 
by lack of goods to sell. It is not unusual these days for 
a customer to go into a shoe shop and be told that her size 
is not available in any type of shoes, from walking oxford 
to evening slipper, Then too, the price structure is com- 
pletely unstable. A customer seeing a pair of shoes at 
$14.75 two weeks ago, is today asked $16.75 for seemingly 
the identical shoe. Her reaction is that the store is profiteer- 
ing, whereas the facts prove that between the two ship- 
ments the manufacturer has raised his price $2, for good, 
legitimate reasons. To expect the clerk to be able to ex- 
plain this satisfactorily would run into the realm of fiction. 
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Boston 


br is entirely safe to say that few, if any, shoe manufac- 
turers or tanners expect any beneficial effect from the 
increase in ceiling prices for meat decreed by the United 
States Department of Agriculture. They point out that, 
although the large packers of the country have shipped as 
many hides as they have—hides, that is, which are avail- 
able for shipment—to date the Civilian Production Admin- 
istration has met with practically no success in re-estab- 
lishing the flow of hides from smaller packers or from 
country slaughterers. They have determined on a “wait 
and see” policy since there is nothing which can be done 
except to keep feeding Washington with all the factual 
material which can be obtained. 

In the meantime, more factories than the fifty-odd re- 
ported in the September Ist issue of Boot anp Soe Re- 
CORDER have begun to feel the pinch. It is reliably re- 
ported that one trade survey, limited at the time this is 
written to approximately 100 shoe factories, has revealed 
that about 80 per cent are operating at less than normal, 
and that lack of leather either for soles or uppers has 
resulted in the lay-off of about ten per cent of their em- 
ployes, with another 11 per cent working part time. Tan- 
neries are similarly affected. 

Thoughtful students of trade economics, at the present 
time, can see nothing ahead other than a further cut in the 
tanners’ allocations to the manufacturers and a correspond- 
ing cut in the shoe manufacturers’ allocations to retailers. 

The Associated Industries of Massachusetts’ index of 
orders placed in the shoe and leather industries of this 
state reflects unwillingness to accept orders which cannot 
possibly be filled on time. In July the index showed an 
almost startling decrease from June—nearly 40 per cent—- 
and was very slightly above the low of the year, made in 
February. 


St. Louis 


Sr. LOUIS shoe manufacturers remain in a quandary, 
with a trifling improvement in the leather supply so uncer- 
tain and so spotily distributed that they are unable to make 
plans beyond tomorrow. Suede leathers are virtually non- 
existent and are expected to continue so indefinitely. Calf, 
though still scarce, is somewhat easier and manufacturers 
are living in hopes increasing slaughtering will improve 
the supply noticeably next month. 

They point out that heavy slaughtering occurred in July 
and August from which the hides, assuming slaughterers 
and dealers sell freely, should reach the leather market in 
volume by October. After that, however, the outlook is 
clouded. The question is whether livestock, under federal 

[TURN TO PAGE 112, PLEASE] 
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Trimfoot’s Easy Method for Increasing Your Profits! 


Because many women cannot wear fashionable footwear with complete comfort, increasing 
numbers of shoemen rely on Trimfoot to assure shoe satisfaction! Wafer thin Trimfoot 
appliances slip into the daintiest shoe... and give maximum comfort. To build extra 
sales and profitable repeat business write today to Trimfoot and ask the Trimfoot 
Man to visit your store. You'll recognize him by the dollar bill in bis breast pocket. 


Here’s What Trimfoot Does For You 


1. Saves sales ... by making shoes feel better on 


oo 7\ | — APPLIANCE PRODUCTS DIVISION 


2. Minimizes returns ...by relieving discomfort 
that the customers might blame on shoes. 


3. Stops shoppers, builds repeat customers for 
your store... by giving relief and comfort in 
high style shoes. 

4. Gives more profit per sale ... by carrying an 
unusually generous mark-up! Puts more mon- 
ey in fitter’s pay envelopes, too. 


Fitters: After you've sold one pair of Trimfoot 

appliances to fit the new shoes of your cus- \ TRIMFOOT COMPANY 
tomer...ask her to try another pair in her , 

old shoes. You'll be happily surprised at the TRIMFOOT TERRACE 


increased income you'll earn with these 


“double” sales! FARMINGTON, MISSOURI, U..S. A. 
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PIPPINS have become the first love of America's 
fastest slipper departments. And, the reason for this 
unheard-of popularity is indeed a simple one. Pippins, 
America's Cleverest Slipper and Outdoor Casual 
Set-up brings them the Right promotion at the Right 
time .. . styles that are selling in correct colors and 
combinations and in fashion-approved materials. Cur- 
rently in favor is this TRACERY design embroidered 
in multi-color combinations. Of course, it was a Pippins 
first and it features the famous Pippins construction, 
which insures flexibility for its platform. And Pippins’ 
arch wedge and softly cushioned heel seat makes it the 
very picture of comfort. For the stream-lined slipper 
selling you will find so necessary in the competitive 
seasons ahead, Pippins, the complete slipper and ouf- 
door casual sef-up, becomes a "must." Take a peek 
at Pippins picture before you make any further com- 
mitments. 


WRITE FOR DISPLAY MATERIAL. 
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NEW YORK SHOE SALES UP 


SHOE business in New York this 
week is certainly none the worse for 
the leather shortage and price con- 
fusion, except that supplies are poor 
in many cases. However, even this 
fact doesn’t seem to lose a single 
dollar for the retailer; the American 
consumer appears to be resigned to 
taking substitutes and is buying what- 
ever the retailer has to offer. The 
buyer for a large retail chain feels 
that early Fall buying has nothing 
to do with fashion, but that the con- 
sumer is buying now in anticipation, 
buying what she will want when she 
sees it. It is the opinion of a Fifth 
Avenue department store buyer that 
people are in dire need of shoes and 
are therefore shopping right along, 
regardless of any other forces. A 
member of another chain organization 
observes that there is no longer any 
difference in seasons as far as busi- 
ness is concerned; it just keeps going 
strong. However, in most cases it is 
admitted that the Fall demand ex- 
ceeds the supply. 

College selling has enjoyed an 
early start and is continuing in volume 
with the popular flats far in the lead 
over high heels. In most departments 
the moccasin or loafer style is the 
number one casual shoe, although one 
downtown department store reports 
the brown and white saddle a bigger 
seller. “Shanks mare” and various 
sling strap styles in black suede on 
a 4/8 heel are most in demand, and 
are preferred with closed toes. Only 
one buyer reported wedges and Cuban 
heels selling, although a Fifth Avenue 
shop whose stock of flats is low, 
claims the sling pump on a 20/8 heel 
popular among their customers. 

Not many buyers are gambling on 
the ankle-high novelty boot which 
has been much publicized during the 
Summer. One Fifth Avenue store has 
been doing reasonably well with a 
suede pirate boot, selling more of the 
indoor than the outdoor version, but 
the buyer considers the fashion still 
too new to sell in any volume. There 
is apparently no call for fleece-lined 
as yet so retailers are holding back 
such items. However, rubber boots 
are walking right out of the stores. 
The advertising of a rubber storm 
boot to be worn without shoes re- 
sulted in many mail orders for one 
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troduce suede in eight colors in 
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large department store in the city. 

The supply and demand figures on 
black suede seem to travel farther 
in opposite directions each day. Black 
suede is in number one demand in 
every store, but few can claim an 
adequate supply. Therefore, gabar- 
dine and patent are important as 
fill-ins in most stocks, some depart- 
ments even putting across sueded 
fabrics. Most buyers only take as 
much gabardine as is required in their 
quotas from manufacturers and only 
one store questioned found plain 
gabardines popular with their cus- 
tomers, others saying that only 
leather-trimmed-gabardines go over 

















A tallored pump in harness brown or 

black calf, ideal for wear with a 

trim tailored sult. Shown by Hess, of 
Baltimore, Md. 


well. However, there is always some 
demand for gabardine shoes during 
the Winter and early Spring months 
when rubbers must be worn, accord- 
ing to the buyer for a large chain 
organization. 

With black taking its usual lead 
in color popularity, retailers find an 
increasing interest in brown bringing 
it into second place in most stores. 

They believe that they could sell 
even more brown in dressy styles, 
especially in suede, if they had it 
to offer. But they are reluctant to de- 
crease the number of black shoes in 
their suede allotment in order to ob- 
tain brown. While Town Brown 
accounts for the most sales in that 
color, a midtown store is promoting 
a cocoa suede. Wine, red and green 
take the honors among high colors, 
and one Fifth Avenue buyer predicts 
that women will choose a shoe in wine 
or green rather than brown. The 
biggest color news along the Avenue 
is that one high style shop will in- 


September, a long awaited note. 

As yet the opera pump seems to 
have failed to gain noticeable im- 
portance. Only a downtown store 
having what they call a “conservative 
trade” sells the opera pump regularly, 
and in their department it is a staple 
shoe. Elsewhere very open styles and 
dressy flats are in greatest demand. 

In general, business in men’s shoe 
departments is very good in compari- 
son with last year, although it is re- 
stricted by the acute shortage. Some 
buyers claim to have been running 
from 50-100 per cent over last year’s 
figures, but low inventories are punc- 
turing these inflated figures. Tan, of 
course, is the biggest color in men’s 
departments; the first Fall promotion 
ot one chain will be on light tan 
“mocco” calf. One buyer expects 
Scotch-grained bluchers and other 
heavy types to be most acceptable 
this Fall. Casual shoes have just en- 
joyed a bigger season than ever be- 
fore, including moccasins, bluchers 
or loafer types on platforms, and 
leather sandals. A Herald Square 
store reports wing-tipped styles and 
moccasins the favorites among young 
men shopping for college wear, but 
this trade has not yet begun to buy 
much in storm boots. 

The back-to-school business has 
kept activity at a high pitch in 
children’s departments throughout the 
city, far surpassing last year’s figures 
in some stores. Sizes 124% to 3 are 
major sellers in a large Brooklyn 
department store, The usual styles 
for children are popular: moccasins, 
shark tips for younger children, and 
patent leather strap types for little 
girls’ party shoes. Teen age girls buy 
black suede in sling or closed back 
styles, and the loafer type for school 
wear. 

There is no doubt that the over-all 
price picture shows an increase over 
the past two months, but retailers, 
particularly department stores, are 
holding price lines as much as pos- 
sible even to the extent of decreasing 
the accustomed markup in some cases. 
One Fifth Avenue shop prefers to cut 
down on ornamentation and other 
such extras rather than raise the 
price of their shoes. However, re- 
tailers imply that the merchant can 
take just so much in this struggle 
for price-control, and from there on 
the customer must pay. 
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YOUNG CROWD IN CHICAGO 
DEMAND FLAT HEEL PUMPS 


Wirn the imminent opening of the 
public schools, advertising emphasis 
has shifted from the college girl to the 
teen-agers and small children. Saddle 
oxfords, moccasins and a wide variety 
of flats have come in for advertising 
emphasis. But the basic dearth of 
ample stocks still continues. As a 
shipment arrives-on the selling floor, 
size lines are quickly “shot” as about 
every second customer, whether old 
or young, fashionable or dowdy, wants 
to buy a minimum of two pairs of 
shoes, so eager is she to get some foot- 
wear that fits her. 

An indication of the chaotic state of 
stocks generally is to be seen in the 
merchandise which shops have on 
hand. One store may find itself with 


3 his 


practically no suedes, but a recent 
shipment of patent gives it a tempo- 
vary place in the black picture. An- 
ether store has not a single pair of 
biack calf, but in order to have some 
footwear to show has willingly taken 
navy as a color substitute. As a result 
its customers have been persuaded by 
wn astute salesman that “you can real- 
ly wear navy with anything, this is so 
dark.” 

One now finds slip-lasted shoes bear- 
ing the label of manufacturers who 
formerly scoffed at the idea of ever 
turning their machines to that type 
of shoe. However, the average cus- 
tomer has no knowledge of processes. 
She is interested in a smart shoe that 
fits, the method of its making is of no 
interest. If she buys it from a repu- 
table house, she feels assured of its 
quality. 

The young crowd is 100 per cent in- 
terested in flats. Staples like saddle 
oxfords and loafers sell very well, but 
the greatest demand centres upon the 
many varieties of flat-heeled pumps. 
They prefer sling backs, but a prefer- 
ence for open or closed toe is not par- 
ticularly specified. But they do want 
the open back, and if at all possible 
they want it in suede. The combina- 
tion of comfort and dressiness which 
this type of shoe offers makes very 
strong appeal to young girls. 

Ushering in a season of elegance, 


$9.95 


.. a Slash of suave Black 
Gabardine swirls up and around your 
vamp in a knowing decollete . . . the new “peak-e- 
boo” toe zooms off to the side .. . and 
“up-up™, up you go tn tts 3-inch heel. 
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Condon's, Charleston, S$. C., show a 

sandal for sophisticates. An asym- 

metric model in black gabardine, the 

shoe features a "peak-a-boo" toe and 
3-inch heel. 





al] stores have emphasized the dress- 
up shoe, in suede and in reptile. 
Marshall Fields’ have stressed black 
suede, featuring handsome handbags, 
gloves and belts to match. Mandel’s 
have given great importance to reptile. 
showing alligators with harmonizing 
bags. The same accessory importance 
has been heralded by Foster’s, by 
Joseph and by O-G. Platforms are 
shown widely in considerable variety. 
Smart suede slingbacks mounted upon 
platform soles of lizard are featured 
at Lytton’s, while Carson’s highlighted 
suedes fashioned with patent heel, 
platform and bow trimming as con- 
trast. There is variety to be sure in 
the advertising, but stocks are so 
limited everywhere that the customer 
spends many hours traveling from one 
store to another before she can find a 
shoe to fit her. 
* * * 


MIAMI STORES FEATURE 
COLOR 
ALL sHops along fashionable Lincoln 
Road in Miami Beach are featuring 


plenty of colored shoes for the new 
Fall ensemble. More color is appear- 


ing than for many past seasons. One 
dealer says the story is that women 
ure more style conscious than they 
Lave been for a long time and are 
picking up the new colors, which are 
offered in many new fabrics, as well 
as the new lines. These shoes are sug- 
gested for wear as one would an extra 
belt or hat, for a point of contrast, a 
touch of color, a perfect finish to an 
outfit. Not for a long time has any 
woman been able to so indulge her 
fancy. The Autumn picture will be 
keyed down in dress colors but keyed 
up in shoes, said one well-known mer- 
chant. 

At Delman’s they are showing two 
smart lines—one a flat comfortable 
shoe and the other very formal, with 
high delicate heel. The new ankle 
strap twist is meeting with favor. For 
daytime the smartest low heel is in 
red, green, yellow or black gabardine 
trimmed in gray lizard. Dozens of 
other smart styles and color combina- 
tions are offered, and as the manager 
said, “When you go bright footed the 
rest of you should be background.” 

In direct contrast is the black eve- 
ning slipper which is tops in popular- 
ity. Platforms in gold or silver give 
glamour. 

The soft dressmaker touch is grow- 
ing more and more popular. It seems 
as though every woman is trying to 
get away from the footwear of war- 
time. 


MIXED SELECTIONS OFFERED 
BY BOSTON STORES 


An incongruous, though not necessari- 
ly illogical, mixture of footwear was 
offered by Boston stores to a shoe- 
kungry horde of customers during the 
two weeks prior to Labor Day. Black 
dress footwear, much of it with vivid- 
ly-contrasting decorations, vied with 
rubber boots; and both competed with 
hack-to-school-and-college saddle pat- 
terns and loafer-types in solid brown. 
Children’s shoes were in heavy de- 
mand. Stocks of shoes generally were 
far below the safety line with sizes 
badly broken. 

Jordan Marsh Co., largest depart- 
went store in the city, is credited with 
having been the first to push boots. An 
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aren't they? 








...also Robertson Shoes 
at lower prices. 


"YOU BET" will say readers of Collier's, Look, Esquire, 
POST, where ads like this appear month in, month out. One 
of many reasons why John C. Roberts will be YOUR BEST BET! 


Friedman-Shelby + Division of International Shoe Company, St. Louis 3, Missouri 
World's Largest Shoemaker 
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advertisement featuring a black rub- 
ber, calf-high, zipper-fastened style 
with an easily-cleaned lining sold 400 
pairs in one hour almost two weeks 
before Labor Day. One week later, 
the R. H. White Company offered an- 
cther style with an instep strap and 
buckle fastening. Executives at neither 
store seemed surprised at their popu- 
larity since, as they pointed out, it has 
been a number of years since anything 
of the sort has been available. Shoe 
stores generally, however, did not fol- 
low suit, apparently electing to follow 
the conventional method of waiting 
until the football season is about to 
open. 

The Douglas store on Summer Street 
reported a good demand for loafers 
with gypsy seams and the more widely 
seen moccasin forepart made over a 





walled last. Brown and white saddles 
also were good—all these types, of 
course, being in demand by the young- 
er generation, while older women, 
while less numerous, shopped for 
dressy blacks in a wide variety of pat- 
terns. 

The saddle pattern was reported 
only fair in the Curtis Shoe Sompany’s 
women’s shoe store now in temporary 
quarters on Tremont Street near 
Winter Street. Most in demand were 
low-heeled styles in both brown and 
black. 

Kays-Newport Tremont Street store 
has been pushing loafer-types not only 
in smooth leathers but also in suedes 
—red, black and brown in smooth 
leathers and black and brown in suede 
—some with moccasin foreparts and 
others with plain toes. In dress shoes, 
there was reported a continuing de- 
mand for sling-back styles of black. 

«Some are almost severely plain; some 
have. contrasting platforms of gray 
lizard; some have embroidered vamps 
in high colors; some have platforms 
decorated with multicolored nailheads. 

‘ This same sling-back pattern, more- 
over, is said to be popular in brown 
and tan reptile leathers and in tongue- 
less oxfords. 

Barclay’s, Boston’s newest shoe 
store, has found a scattering demand 
for sandals of red reptile anl sling 
pumps of green reptile-grained leath- 
er. More conventional colors, how- 
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ever, have “formed the bulk of their 
business to date. 

The Walk-Over Tremont Street 
store, more conventional than others 
in style selection, nevertheless has sold 
many low-heeled types to women of all 
ages. A novelty in this store is a 
brown oxford-type with the moccasin 
torepart eyeleted to carry brown laces. 
and leather loops substituted for the — 
eyelets in the lace stay. 

Practically every merchant agrees 
that fabric play shoes have been a 
drug on the market. Some are offer- 
ing them at greatly reduced prices; 
others have sold them to jobbers; 
some are hanging on and may elect 
to carry them over until next Spring. 


* # 


ST. LOUIS CONCERNED 
OVER DELIVERIES 


THE declaration of the buyer of the 
men’s shoe department in one of St. 
Louis’s largest department stores that 
“all we need is the merchandise” puts 
into words an opinion shared by every 
retailer here, and amply describes the 
most pressing want of St. Louis shoe 
merchants. 

Concern over deliveries, however, 
stems from the September and Autumn 
outlook and not from the month just 
closed, which saw a slight improve- 
ment in deliveries in its closing days, 
resulting, shoe buyers believe, from 
the increased production prior to the 
return of price controls. 

Basis for their gloom is the “leather 
freeze” which they believe may cut 
deliveries to a trickle in the immediate 
days ahead when manufacturers have 

















A clever ad by Hofheimer's, Rich- 

mond, Va., promotes the sling-heel, 

V-throat d'Orsay in fashionable black 
suede, with or without the bow. 


exhausted their dwindling supplies of 
leather. 

A buyer of women’s shoes predicted 
that deliveries for September would 
be the “worst yet,” with no improve- 
ment foreseen for October and the 
months that follow unless the hides 
and leather flow was resumed. 

Other shoe snerchants believe that 
the pile-up of hides eventually will 
start the flow even though adequate 
ceilings are not established. All are 
in agreement, however, that immediate 
deliveries will be greatly curtailed un- 
less action by the OPA is taken to 
eliminate price ceiling discrepancies 
on hides and leathers. 

Renewal of controls in the meat in- 
dustry, they maintain, will cut down 
even further the quantity of leather 
for shoes as great numbers of cattle 
will make their way to the black mar- 
ket, where their hides will be scrap- 
ped and become a complete loss to 
the shoe industry. 

Such a general feeling of pessimism 
about the future of the retail market 
here probably never existed at a time 
following so. close upon an August 
with the sales volume of the month 
just closed. 

Added to the prospect of slim deliv- 
eries is the loss being absorbed by 
the retailer on replacement merchan- 
dise which retailers are selling at old 
ceiling prices, when the models are 
identical to styles remaining on shelves 





purchased at an earlier period. 

Had deliveries remained at a level 
existing during the Spring months, re- 
tailers believe, and continued through 
the Summer months, the period of sup- 
ply catching up with demand would 
have been approaching. Now, how- 
ever, the prospects of such a period 
have been forsaken for the predictable 
future, with every buyer intent on pur- 
chases in any quantity and from any 


source he can find. 
* * —_ 


LACK OF SHOES HAMPERS 
WEST COAST STORES 


THe major problem facing shoe 
dealers in the San Francisco area still 
[TURN TO PAGE 104, PLEASE] 
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DARLEEN elasticized shoe-cloths assure comfort 
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"BEST BY ANY TEST” 


DARLINGTON FABRICS CORPORATION, 350 FIFTH AVENUE, NEW YORK 1, N. Y. 
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Restraint Is Keynote of Fall Accessories 


[CONTINUED FROM PAGE 72] 


peplum, the back-dipping fishtail, or 
interesting pockets. On the other hand, 
the gentleman’s cutaway gives a curved 
but long, narrow line to the hips. 

Buttons are the media most often 
used for trimming; they line up in two 
or even three rows on many suit 
jackets. Gold accents are sometimes 
used as dress trimmings. In general, 
colors are muted, neutrals such as 
grey, beige and white smoke taking the 
honors. However, vintage shades, 
browns, blues and greens are also popu- 
lar, and bright plaids are big sellers in 
sportswear. 

How then do these fashion points in 
ready-to-wear affect styles in accesso- 
ries and shoes? First and foremost, by 
assigning them a new and important 
role in the presentation of the complete 
costume. No longer are accessories and 
shoes outspoken, nor is it their func- 
tion to point up a simple silhouette. 
Instead, their job is a far more difficult 
one: to complement an already out- 
standing silhouette with an air of quiet 
and discreet understatement. Due to 
this new role, accessories and shoes 
must be chosen and coordinated with a 
great deal more discrimination than 
before. 


Changes in Handbag Designs 


Secondly, the garment silhouette 
causes a change in the size and shape 
of handbags and jewelry, the length of 
gloves, and the cut of shoes. Handbags 
are assuming more practical and lady- 
like proportions. As for shape, they 
may be full and pouchy or elongated; 
but, in the matter of size, the smart 
bag is the small one. Even high-style 
bags are more tailored, yet manage to 
carry out the dressmaker feeling. How- 
ever, the shoulder bag remains very 
high on the selling list, and is seen in 
some very nice dressmaker interpreta- 
tions such as satin or softly shirred 
leathers. The new bags find sufficient 
decoration in gold clasps and frames 
and enjoy a simple, uncluttered look. 

Shoes are simplified by being closed 
up and having limited trimming, and 
by the same token prove more formal 
and in keeping with the dressed-up sil- 
houette. Nothing is better with the 
gentlemanly cutaway or the ladylike 
fishtail than the traditional untrimmed 
opera pump. However, the open toe 
and sling heel are nonetheless popular 
and are still good fashion. Where trim- 
mings are used they are usually an 
intrinsic part of the shoe or an inlay. 
Even vamp ornaments are less ornate, 
except perhaps on evening shoes. 

As for materials in shoes and bags, 
buyers report a big reptile season, but 
suede still claims the late Fall and 
Winter limelight. Of course, the acute 
shortage of suede poses a serious prob- 
lem, the demand greatly exceeding the 
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supply of most retailers. Due to the 
leather situation many manufacturers 
have begun using gabardine, sometimes 
combining it with leathers to good style 
advantage. As usual, calf rates high in 


shoes and bags, and satin is gaining 


much favor for the cocktail hour 


through evening. 


Width of Belts Limited 


Belts continue to be extremely im- 
portant but are limiting their oversized 
widths of last year, except in the col- 
lege shops. The shortie is still the best 
suit glove but push-up sleeves require a 
‘onger version. While silver jewelry is 
gaining popularity, it is still in the 
high style brackets, whereas gold con- 
tinues at its best in the volume market. 
Last but not least in the accessory 
group are umbrellas, whose beautiful 
leather or satin cases and Directoire 
air are making for them a new place 
of distinction among other fashion 
notables. ‘ 

The question now is: How is this ac- 
cessory and shoe news important to the 
retailer? It means that he must show a 
great deal more intelligence and dis- 
crimination in buying, displaying, ad- 
vertising and selling his accessory mer- 
chandise than was called for in the 
past. The “dandy” look of the preva- 
lent Directoire silhouette certainly de- 
mands much more finesse in accessoriz- 
ing than did the “basic” dress. It is 
the retailer’s responsibility, therefore, 
to do a better job of coordination than 
ever before so that his customer will 
leave the store a smartly dressed 
woman. Accessories are not novelties 
this year; they are vitally important 
and integral parts of the costume as a 
whole and must be treated in accord- 
ance with their new importance. 


Windows Serve as 
Interior Displays 
[CONTINUED FROM PAGE 77] 


To the rear of the lower floor and 
distinctly separate is the spacious chil- 
dren’s salon, where youngsters may 
romp and shout in soundproofed splen- 
dor. Here the atmosphere is in the 
carnival mood and the color scheme 
is magenta, baby blue, and buttercup 
yellow. The walls are decorated with 
a border of murals in a Mother Goose 
theme by artist Emilie Krick Gump. 
Each child fitted is presented with a 
gift. Of special note is the gay pow- 
der room for children. 

Barnett’s, which is owned and man- 
aged by Louis Barnett, also has shoe 
stores in Inglewood, Huntington Park, 
and Glendale. Mr. Barnett has re- 
ceived government approval to build a 
new store in Huntington Park, which 
is believed to be the first permit of 
this kind issued. 


Are Foreign Markets 
Worth While 


[CONTINUED FROM PAGE 82] 


or even three bad seasons if your prod- 
uct falls below your usual standard. 
Not many domestic buyers will have 
this patience. 

Your export customer may have con. 
ditions that require special attention. 
If you study your market well, you will 
be able to cope with them. For ex- 
ample, there are still ports in the world 
without docking facilities. Cases are 
dumped into the harbor from the deck 
of a freighter and towed ashore. This 
calls for a sealed zinc-lined case. There 
is also the case of the manufacturer 
who ignored instructions and shipped 
his shoes to a South American cus- 
tomer, packed neatly in a large wood 
packing case. It was necessary for this 
case to be opened on the dock, the shoes 
removed from their cartons and packed 
in burlap bags so that they could be 
carried to their destination, a city in 
the mountains, on the backs of donkeys, 
the only means of transportation in 
those parts. Pilferage on the docks ac- 
counted for 50 per cent of the shipment. 

And what about payments and for- 
eign exchange and drafts and such? It 
is as easy to find well rated responsible 
merchants abroad as at home. Why not 
sell them as you would insist upon be- 
ing sold if the situation were reversed, 
on open account. True, you will want 
your money in dollars because it’s dol- 
lars you will need to pay for labor and 
materials. Your foreign merchant can 
easily make his application for dollars 
at the time he places his order so as to 
protect himself from adverse exchange 
fluctuations. But don’t ask him to pay 
for the goods before he has an oppor- 
tunity to view them. He may do it 
readily enough while goods are scarce, 
but you also want him as a customer in 
normal times when you have a surplus. 

The time to start building an export 
market is now while there is a short- 
age. Your natural and immediate reply 
will be that your domestic customers 
need all you can make. Quite true—so 
you will wait until you have a surplus 
and then look for some foreigner to 
take it off your hands? This just won’t 
work. Allocate a small percentage of 
your production to the export market 
now. Remember the British allocate 50 
per cent of their motor car production 
to foreign markets in spite of the fact 
that most domestic cars are ready for 
the junk heap. 

Foreign markets are interesting and 
profitable. Once you are established 
with a good record for quality, depend- 
ability and honesty, you will have little 
to fear from cut-throat competition. 
Don’t forget the Golden Rule also ap- 
plies to your dealings abroad. Before 
you make demands, ask yourself if you 
would accept similar terms from a for- 
eign seller. 
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Let a Great Name help you sell Canvas Footwear 
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mary: Gee, I’ve got to get a new pair of canvas shoes, 
Jane. 


sant: Well, don’t forget what Miss Volk said in Gym 
Class about canvas shoes with ““P-F’’! 


mary: They sound swell! How come you know so much 
about them? 

sant: I’ve got a pair, silly! I’ll go with you if you want 
to get a pair after school. 


Your customers know the name B. F. Goodrich and what it stands 
for in the field of rubber research. They know that on rubber and canvas 
footwear the B. F. Goodrich name is their assurance of real service, comfort, 
and wear. It’s your assurance of a satisfied customer who'll be back again 


mary: Oh, yes. She said ““P-F’’ meant Posture Founda- 
tion and that it was mighty important in gym work. 
Wonder how it works. 


4ant; There’s a rigid wedge built right in the heel of the 
shoe that keeps the bones of your feet in their natural, 
normal position. That keeps leg muscles from getting 
tired and means real solid comfort. 
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mary: I’d like a pair of those canvas shoes with “P-F”’ 
for gym. 

cusrx: Here they are! And they’re made by B. F. 
Goodrich—a name you can depend on! 


fovtutiie by 
B.F Goodrich 


for more! B. F. Goodrich, Footwear Factories, Watertown, Mass. 
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Novel Children’s Department 
A Feature in Glasgow 


GLascow, ScoTLAND—An interesting 
example of modern design in children’s 
departments has been developed in the 
exclusive Glasgow store of McDonald’s, 
Ltd., on Buchanan Street where a sec- 
tion of the existing department has been 
converted to use as an exclusive chil- 
dren’s section. 

Of particular interest is the installa- 
tion of a central ramp or elevated prom- 
enade along which children can parade 
to allow their parents to see their pros- 
pective footwear to best advantage. 

The platform is divided centrally 
along its length and has supporting col- 
umns at either end thus creating two 
distinct parade ramps. It is intended 
at a later date to add hand-rails along 
the edge of the ramp. 

The department is spacious and is 
approached from the present footwear 
department. Color scheme is largely 
carried out in an attractive pastel pink, 
with pale blue touches and with an all- 
over plum carpet. Delightfully painted 
murals at either end of the salon in- 
corporate nursery characters while 
doors are in scarlet. The floor layout 
gives an impression of space and excel- 
lent planning. The central ramp is 
flanked on the far side by four stock 
sections standing at right angles and 
with a small display platform between. 

Tubular steel chairs are arranged 
attractively throughout the salon, look- 
ing towards the double platform, and so 
arranged as to give the child’s parent a 
perfect view of the fit and comfort of 
the shoe which is being shown. 

The department will concentrate on 
the most exclusive and worth-while 
types of children’s footwear and will 
specialize in well known brands. 

Sandals, rubber footwear, dress wear, 
slippers—everything in fact, of good 
quality, for the children’s footwear 
trade will be fetaured. 

Buyer for the department is Miss 
Yates. 


Chain Opens 11th 
Pennsylvania Outlet 


WiuiaMsport, Pa. — Glick Shoe 
Stores recently opened a large, mod- 
ernly equipped family shoe store at 
118 West Fourth Street. William T. 
Goetz manages the store, one of eleven 
operated by the company in Pennsyl- 
vania. He has been associated with 
the company for ten years, coming to 
this city from State College. 

The store reflects the salon infiu- 
ence in the informal arrangement of 
upholstered chairs, tables, smoking 
stands and magazines provided for the 
comfort and convenience of patrons in 
the space just inside the front door. 
Nationally advertised brands are fea- 
tured. A full-page newspaper adver- 
tisement was used to announce the 
opening of the store. 













































8a 


$1 





TSE? FaoaR 


a ae 


—_—_ wy owrt er we © oe tS 











Sees Shoe Production Loss 


NASHVILLE, TENN.—Maxey Jarman, president of General 
Shoe Corporation, on September 5, sent the following tele- 
gram to John Steelman, director of the Office of Economic 
Stabilization, Washington: 

“Shoe production in August lost 5,000,000 pairs because 
price restrictions prevent free flow of hides and leather. 
Hide allocations to tanners were on a 50 per cent basis and 
tanners were unable to secure even that, the shortage being 
around 300,000 hides. Calfskin is showing up even worse, 
with tanners able to fill less than two thirds of their 50 
per cent allotment. Hide producers, dealers and tanners 
are letting their inventories increase because they believe 
that within a year at least they will be able to get nearer 
world prices and doubtless they are right. We have heard 
of numbers of people who have leather to sell but will not 
sell unless they can get more money. We are forced to sit 
on the side lines and watch English and Russian buyers 
take hides from Argentina because we cannot compete in 
price. We need some foreign hides to take care of require- 
ments in this country and the law states that provision should 
be made to permit entry of imported materials by appro- 
priate prices on products manufactured from such imports. 
This has not been done. The OPA plan to get hides and 
leather moving has failed and we will continue to lose pro- 
duction unless some action is taken to put hide prices on a 
reasonable basis.” 


Advertising Frankness Pays 


UNUSUAL frankness in their newspaper advertising has 
paid dividends in extra business and publicity, reports the 
78-year-old firm of George H. Wilkinson, of Windsor, On- 
tario, Canada. 

Colonel Wilkinson, who today heads the firm his father 
started in 1864, writes all his own copy in the evening in 
the quiet of his home. Wilkinson advertising usually takes 
the form of one thousand line ads twice a week in the daily 
paper. 

Here are some typical phrases from the store’s adver- 
tising: 

“We have a thousand pairs of the worst junk you ever 
saw.” 


“Not a pair worth less than $5 . . . take "em away for 
$1.99.” 
“Your size is here, I’ll bet . . . I wish it wasn’t.” 


Another ad reads: 

“No free goods. No elephants. No circus tickets. No 
exchanges. Just shoes—good shoes.” 

“We used to have a copywriter,” says Colonel Wilkinson, 
“but I’ve spent 60 years in shoes. How can I expect some 
young fellow to know as much about shoes as I do? So I 
write my own copy and find it pays in my case. I just use 
a good, plain type, and tell the truth. If I have a line of 
goods that are seconds, or out of style, I say so. If I have 
500 pairs of shoes of a certain number, then I tell the pub- 
lic, And if there are two hundred pairs left next day, I tell 
them that, too.” 

The Colonel says that by being very frank customers are 
more likely to believe all your statements. 

The store took a half-page newspaper space in July, to 
tell women about overshoes. The store displayed them, too. 
The ad said that it might be wise to buy overshoes now 
while stocks were fairly complete. The ad further stated 
that customers could bring back their purchases for refund 
any time in the next three months if they felt so inclined. 
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BASS footwear 
is better than none! 


Sportocasins, sturdy Ranger 
Boots and comfortable 
Weejuns, as well as other 
styles not illustrated, makes 
for customer satisfaction, 
builds repeat business for you. 













Showmanship Keeps Shoe 
Salon in Publie Eye 


CLEVER promotions keep the Macey Shoe Salon, St. Paul, 
Minn., continually in the public eye. 

Is there an important city-wide event? Macey’s ties im 
with it! Does a celebrity come to town? Macey’s finds a 
tie-in. 

While department stores frequently win the young trade 
by selecting leaders—“queens”—from various schools, 
Macey’s carries out the same idea by selecting a “king.” 

“Each school,” said William Ziton, manager and buyer, 
“has a list of candidates who are balloted on. These are 
sifted from a long list of names originally handed in. 
Popularity decides the selection.” 

These boys are given positions in the store and are 
trained in shoe salesmanship. They are offered part-time 
jobs during the school year and full-time during the Sum- 
mer. Having the most popular boys of the various schools 
in the shoe salon is a great drawing card in pulling the 
school girls to the store. “That actually,” said Mr. Ziton, 
“was the real idea behind the promotion.” 

“Trade of the young means more than so many sales to 
them in any one year,” Mr. Ziton continued. “By having 
quality merchandise, giving good service and making 
friends with these young folks we gain many customers 
who remain with ug long after they are through school. 
Many of our regular customers began trading with us 
during the school years, attracted by our promotions, and 
now that they have established their own homes in the 
community, they still make our salon their shoe-buying 
center.” 

Students also model shoes. One advertisement will state 
“Central Will Model Shoes.” Another will mention some 
other school, and so on through entire high school list. 

Perhaps a name-band leader comes to town, and while 
there buys a pair of shoes at Macey’s; soon the whole city 
knows about it, for the man is mentioned in the store’s 
advertising. Entertainers at various night clubs are often 
mentioned too. 

The department is laid out in salon style, with pastel 
walls forming a background for richly upholstered chairs 
placed against the walls and in central rows, permitting 
comfortable service to a large number of customers. Glass 
cocktail tables placed around the salon hold displays of 
“shoes of the hour.” These are changed every two or three 
days, so that a constant display of smart styles catches the 
attention of visitors. 

Low shadow boxes, with timely displays, touched up by 
decorative bits to highlight the season throw spotlights on 
the shoes displayed. Two round graduated shelves, placed 
at table height around pillars hold pairs of shoes placed 
regularly around each shelf. Customers can easily examine 
these eye-level displays. 

Nationally advertised shoes are carried, with high style 
featured in some lines, and smart shoes for walking and 
dress in others. Mr. Ziton’s policy in advertising is to 
feature one brand, with cuts and copy describing special 
features. Constant advertising is carried on in newspapers. 

A slogan, in large decorative lettering against a colorful 
background “Featuring Some of St. Paul’s Most Beautiful 
Footwear,” makes an upper border to the ledge in the shop, 
and is used with all advertising. 
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Sell 


MORE 
SLIPPERS 


**MULTIPLE- 
SALES”’ 
PLAN 


Sell slippers as fashion. 

Sell slippers for the costume. 
Sell slippers for the occasion. 
Sell your customers the idea that 


slippers are not only for utility indoor wear. 


Sell your customers the idea that 


every slipper fashion plays a different role. 


Sell your customers the idea that they 


should own a complete slipper wardrobe. 


BUSKENS indoor footwear in- 
cludes slipper styles for all occa- 
sions and all consumers. 


Four pages in color in October 
GLAMOUR and CHARM, Novem- 
ber SEVENTEEN and SCREEN 
GUIDE, tell this story to over two 
million fashion-minded, fashion- 


alert consumers! 


Complete mat service and color- 
ful display cards available! 


Increased production makes BUSKENS available in many cities for the 
first time. BUSKENS is the most widely advertised brand in its field. 


WRITE 


CORTELL SHOE COMPANY 


HESTER N H 


R n No. é 
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With your 


business. 





Fall promotions | 


CAVALIER BOOT CREME 


On the shoes that go to college, and to business, for alligator 
—all reptiles, calf, kid, patent and all smooth leather shoes— 
Cavalier Boot Creme has proven that it does a job that means 
constantly increasing customer satisfaction and better shoe 


Now at your favorite wholesalers, in 
a full range of colors—or write— 


CAVALIER COMPANY 
BALTIMORE 30, MD. 















Opens New Store 


PrrrsFIELD, Mass.—Under the name 
Joseph’s Shoes, Joseph S. Posner of 
this city, who has been in the shoe 
business for twenty years, has opened 
a new store at 22 South Street, special- 
izing in children’s and teen-agers foot- 
wear. Lines carried, practically all 
of them branded, range in price from 
medium to high. 

Starting in the shoe business in 1926, 
Mr. Posner was connected with the Na- 
tional Shoe Stores Company for 12 
years, about ten of which were spent 
as manager of its Pittsfield store at 
185 North Street. He is a native of 
New York City. 


Shoe Department 
Being Remodeled 


WILLIAMSPORT, PAa.—Remodeling of 
the shoe department at the Lycoming 
Dry Goods Company is progressing 
rapidly. The work was already in prog- 
ress when the city was flooded late in 
May. The flood damage required almost 
three months to repair. During this 


period the shoe department has occu- 
pied temporary space on the third floor 
of the store. The new department will 
occupy its former space in the base- 
ment. Fixtures are being decorated in 
blue. The department is leased by the 
Schiff Company. 











Few Shoes in Stock 
In Newark Stores 
Wir the return of OPA shoe re- 


tailers in Newark found themselves in 
a complete muddle. That the situa- 
tion is worse than it was when OPA 
was removed is the opinion of the 
buyer at Kresge’s. Unless some action 
is taken quickly, he does not expect to 
get his November and December 
quotas. 

The London store, carrying men’s 
wear, reports that fewer shoes are in 
stock than during the entire period of 
OPA regulation. Conditions under 
the new OPA, says the manager, are 
positively worse. 

The manager at Florsheim’s, also 
carrying men’s shoes, thinks that the 
price adjustment will straighten out 
in time. This store has been featuring 
tan moccasins in three styles, sewed 
with a big harness stitch. These shoes 
have proved to be the biggest selling 
item in many years. 

At Dale Creighton’s, carrying bet- 
ter grade women’s shoes, black suede 
platforms with open toes and open 
backs are being featured. They are 
doing a fifty-fifty business on the plat- 
forms and single soles. 











Attention Exporters! 
$3.00 Retailer 


NOW 75 ¢ apair 


ee cae 













Available in patent and brown 


imitation leather. Sizes 4-9. 
Minimum 25 case lots, net 
cash. 


For further details write or wire: 


Box 272, Boot and Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 
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SEE THEM 
AT THE 
CHICAGO FAIR 





ote 
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WWM ceACKS 


ZAET wa ane a a 
gOFT Sines FOR HARD WEAR 


Just what the toddlers need. Jumping Jacks’ 
unique Patented Extended Sole Feature keeps young ankles 
from turning out or turning in . . . Gives gentle, friendly 
support. When laced, their Soft All Elk Leather uppers 
conform to the contour of the child’s foot. Every seam 
in Jumping Jacks is sewn on the outside—not a chance to 
cut or bite tender baby féet. 


Make this comparison test! Fit customers with regular 
baby shoes: — Then fit them with Jumping Jacks. Watch 


mothers see the vastly superior support Jumping Jacks’ sole 
and rigid back gives to her baby’s feet. Get the jump on com- 
petition with Jumping Jacks, the soft shoes for hard wear. 


Patented Sole Feature 
All Seams On Outside 
Of Shoe 
All Elk Leathers 


Colors: White, Red, 
Brown, Smoked Elk 
Two-tone Brown and 

i or Brown 


Sizes: 2/6 B, D, and E 
Widths; 6/8 B and D 
Widths 


S. B. VAISEY SHOE CO. INC. 
625 S. Goodman Street 
Rochester 7, New York 





Material and Price Problems 


Cause Concern on Coast 


Los ANGELEs—“Nothing takes the place of leather” has 
been drummed into customers, buyers, and manufacturers 
by the leather industry for so many years, that both trade 
and public in Los Angeles are backing away from substi- 
tutes. Quality and specialized footwear stores, chains and 
department store buyers, if they can help themselves, prefer 
not to accept shoes of other materials in place of leather. 
Most of them feel their stocks of women’s shoes will hold 
out nicely through September and part of October. 

Although they’re beginning now to feel a vacuum, due to 
curtailed production, men’s shoe stocks are in fairly good 
shape, and business is good, but the buyers say they could 
use more pairage if they could get them. ; 

Everywhere buyers are talking about the increase in 
prices. Most of them say so far, however, there is little cus- 
tomer reaction. One department store buyer said he some- 
times hears customers remark: “They’re up, aren’t they?” 
but it doesn’t seem to stop buying. This same buyer, since 
the OPA ceilings have come back on, states business has 
been better than ever, although customers are definitely 
shopping for quality, and they want value for whatever 
price. He notes increasing and unfulfilled demand for large 
sizes. He has also noticed his poorer trade has dropped off, 
and his finer customers are returning. His price range is 
from casuals at $11.95-$15.00 to style at $14.95 to $32.50. 
He’s not too worried about the leather situation, because 
he feels that manufacturers have always managed to come 
through somehow, and he doesn’t believe they'll be stopped 
this time. 

Another department store shoe manager says the leather 
situation won’t bother him in September at all. Although 
he has had some lean months recently, due to his merchan- 
dise not being shipped because of railroad strikes, he is 
cashing in now on his back March and April orders. His 
shipments are good, so he feels he is well fixed. And al- 
though he states he is worried about November and Decem- 
ber, he feels that California will feel the shortage last, 
compared to the rest of the country. His quality manv- 
facturers have as yet not asked him to substitute. He is 
overproduced on slippers. His plan is to held merchandise 
during the crucial months if he finds such action necessary. 
He feels he could otherwise too easily sell himself out of 
business. 

One high grade shoe salon buyer had very little to say 
because he hadn’t been East yet. He felt his definite 
answer to the picture would not be forthcoming until then. 
His present policy is to do a tremendous business only one 
hour a day, selling his replacements only. Although he 
advertises and is selling a fabric suede substitute, he puts 
leather first, and declares thumbs down on other substitutes 
unless the situation becomes, as he termed it: “much 
tougher.” He feels his customers are becoming more par- 
ticular, going from one store to another until they find 
what they want. 


A specialty shoe store selling lines from $6.95 to im- 
ported Swiss shoes has found a slight reaction to price. This 
department manager believes gabardine doesn’t sell wel] 
in California to customers who want novelty shoes. He has 
had to PM this type of shoe in his stock. However, he did 
learn they will buy gabardine in a more solid, basic shoe. 
He also has plenty of shoes for September and October, 
although November, he says, may be a different story. Since 
the OPA regulations have come into effect he has found 

[TURN TO PAGE 106, PLEASE] 
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VALUES THAT WILL AMAZE You !!! 





ARNOFF SHOE COMPANY 
Te] ae) 9)-\. | --) P -A ee 7 N.Y 





Popular Flight Boots 
for her...in Brown! 


The original Hood Flight Boots are 
again available in brown as well as 
black. These comfortable, convenient 
“‘over-the-shoe”’ style boots are 
equally popular on the campus or in 
town. They’re so light . . . so 
stretchable . . . so easy on and off... 
so smart for stormy weather 
sa protection. Another big seller in the 
long line of high style Hood rubber footwear, 

















Your men customers will be 
‘mighty glad to see these Talon 
Slushers again. They’re light 
weight for comfortable 
walking, yet sturdy for 
economical wear. What’s 
more, they have the 
convenient Talon Slide 
Fastener that make ’em 

easy on and off. Here’s a 
practical dress galosh 

that will appeal to men 

about town. . . a typical 
example of profitable 

items in the Hood 

line of rubber footwear. 77 ee r 
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The complete Hood line offers styles for each season 
of the year—Spring, Summer, Fall or Winter 


Retailers who stock the entire Hood line of rubber and canvas foot- 
wear gain two important advantages. First, there are feature 
numbers for every selling season—which means all year ‘round 
profitable selling. Second, 50 years’ experience in improved manu- 
facturing methods has consistently produced reliable merchandise 
bearing the Hood trademark—a mark of dependability which means 
satisfied customers. Hood Rubber Company, Watertown, Mass. 


1896 — FIFTY YEARS OF QUALITY FOOTWEAR — 431946 
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DRAMATIQUE..Jor SIMPLE 
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| Y FURNITURE C0 


318 East 32nd Street... 


Review of the 
Retail Trade 
[CONTINUED FROM PAGE 90] 


seems to be that of securing sufficient 
merchandise in the medium and lower 
price brackets to supply the steady 
flow of customers. When shipments of 
shoes in these classifications are re- 
ceived they are soon sold out, and the 
problem is to find something else that 
a customer can use. 

One shoe merchant stated that he 
can sell almost anything he can get 
in fairly conservative style shoes. 

ee, 


BLACK SUEDE FEATURED 
IN MINNESOTA STORES 


St. Paul 

Casual models were the heavy sell- 
ers for the younger school crowd— 
hand-sewn moccasins, brown and 
white saddles, brown and white moc- 
casins, black suede strollers with 
leather soles. Punched, very light 
suedes on patent platforms were good. 

Husch Bros. featured a black patent 
with a matching pedestal platform. 
with high heel. 

Field-Schlick caught the fancy with 
a wrap-around in black suede with a 


104 


medium heel, to be worn with any 
type of costume. This shoe was de- 
signed with a foot-shortening effect 
which was well liked. 

Newman’s found favor with a gen- 
uine snakeskin nude sandal in grey, 
with matching handbag. For dancing, 
this store offered pumps in blue, rus- 
set, soft black calf and black patents 
with separate bows for ornament. 

* * # 


Minneapolis 
NAPIER’S, 909 Nicollet, has been 


accenting the young-mannered shoe, 
in consideration of the interest of the 


college-bound. A classic pump, ac- , 


ee: 


. 7 . 4 
cented with light handstitching, was a 
fevorite with the young crowd. An- 
other favorite shoe at this store, which 
was offered as an accompaniment to 
the modish black costume of the ap- 
proaching season, was a sling-back 
pump in black suede. Another black 
suede was shown in an open-toed 

pump with a soft bow decoration. 
Roy H. Bjorkman, Nicollet at 
Tenth, showed a sling pump with cus- 


New York 16, New York 


tom extension soles in black or brown 
suede, combined with genuine cobra 
snake, which was well liked. Orna- 
mented shoes were still selling well. 
An ankle strap sandal in black suede 
with high platform sole and multi- 
colored nailheads caught the fancy. 
Another richly ornamented shoe of- 
fered here was one that had multi- 
colored beads outlined with antique 
gold embroidery, mounted on a high 
platform sole and heel. 

Maurice L. Rothschild offered sling 
pumps in genuine alligator in a glossy 
brown which were popular with the 
college crowd. Also campus styles 
with low heels sold well here. 

Young-Quinlan found that. the 
young crowd showed a preference for 
suede. Black suede was like in a flat 
heel, dressed up with big bows fast- 
ened with gold metal. Another popu- 
lar style was a wrap-around sling- 
pump with a midway heel for com- 
fortable walking. A platform pump 
for dating completed a suede shoe 
wardrobe. These styles were shown 
also in brown suede. 

C. M. Stendal showed imported 
platform sandals in black or brown 
doeskin. Another doeskin style had 
insets of gold and colored beads 
across the toes. 
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You Will Be Able To Say “YES” 
More Often When Customers Ask 
For Heavy Duty Work Rubbers 


And a good feeling it will be to serve the 
workmen of America once again—the farmers, 
the lumbermen, the truck drivers, the linemen, 
the carpenters—all those who need a heavy duty 
work rubber. 


The Servus Rubber Company is on the job 
producing storm, semi-storm and two-buckle 
work rubbers. While continuing shortages of 
raw materials make it impossible for us to man- 
ufacture in the quantities formerly produced, 
we'll do our best to help you meet your cus- 
tomers’ demands. 








These well known trademarks—sym- 
bols for 25 years of the latest in style, 
the finest in quality and the trimmest 
of fit—identify every Servus shoe. Your 
customers are waiting for Servus prod- 
ucts. Fortunately, you'll be better 
equipped to serve their needs this fall 
than you have been at any time during 
the past several years, but unfortunately 
there will be shortages. 


THE SERVUS RUBBER CO. 


ROCK ISLAND ILLINOIS, U.S.A. 


AMBERTVILLE, DIVISION ei F cer eek 2-O a a. ee i 
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best in ballet by 


Acro-ballet pumps and san- 
dals are shoes of a thousand 
uses—ballet, gymnastics, 
‘round-the-house, beach, 
pullman slippers. 


acro-ballet 


PUMP 


Style Number 6 
Kid leather in black, 
white or red . . . $1.35 


acro-ballet 


SANDALS 


Style Number 1 
Sueded cowhide in ( 


fawn, black or white (ie 
90¢ - 


Sizes 8 to 13; 1 to 9 
Terms: Net 30 


Order now for earliest possible delivery 





Material and Price Problems 


[CONTINUED FROM PAGE 100] 


his business has let down 10 to 15 per cent in units, while 
his dollars and cents, due to the increase in prices, have 
remained about the same. 

He ascertains there was so much unnecessary buying 
when customers had stamps, that the industry is now in an 
unhealthy shoe condition. Where ordinarily Mrs. Cus- 
tomer bought two pairs of shoes a year, she bought four or 
five with stamps. Business, in spite of this, however, has 
been exceptionally good in Los Angeles. Much of it, per- 
haps, he stated, due to the increase of population. 

Another observation made by this buyer is the lack of 
staple type merchandise . . . of the closed back pump with 
the open toe, the plain pattern, and the spectator pump on 
either high or low heels. He has had some call for the 
closed toe and heel, and also, an elasticized shoe demand. 
His shop’s customers, he says, like colored shoes—red 
being number one; green, number two; but they don’t 
want too many tricky shoes. They don’t want the price out . 
of reach when they demand smart lines and quality. He 
believes now is a good time to begin giving better quality 
and service. “For too long,” he said seriously, “we have 
had poor service, poor materials, poor styling ,the same old 
patterns over, and little promotion.” 

Some of Los Angeles’ retailers say customers are be- 
coming at least 30 per cent more selective. 


As far as color in shoes is concerned, all over the city, 
red leads, with green a close second. Wine is being ac- 
cepted in the reptiles with coordinated bags. Retailers are 
finding coordinated shoes and bags are selling well. There 
is a big demand for high styled brown suedes, and a small 
but consistent asking for navy blue. There is noticeably 
more styling coming into the market via ornamentation, 
one retailer observed. He is turning down shoes from 
manufacturers if they are not delivered 90 per cent right— 
by which he specifies, clean, well-detailed, with good fit, 
quality and workmanship. He started doing this six 
months ago, he said. 

A chain executive in shoes stated they are accepting no 
substitutes, if it means losing a resource. It was a drastic 
decision for his organization to make, he stressed, but the 
firm feels factories will be able to ship from the end of 
September on. He finds patent to be number one in his 
stock, in comparison to most other retailer’s suede or suede 
substitutes. His price range is from $4.99 to $8.95. 

Another retailer whose price range is from $5.85 to 
$12.95 says he is already using plastic, and suedene, but 
that good gabardine is as scarce as leather. (Other buyers 
seem to feel they can get all they want.) “And,” he added, 
“there is no substitute for quality. Since our clientele 
looks to us, his retailer, as the custodian of his confidence, 
we believe it is better not to sell anything, than to sell him 
the wrong thing.” To this executive the new OPA regula- 
tions are not happy things—especially when they create 
the following confusions. 

“Take saddle shoes for example,” he said. “Since the 
new rulings I now have the same saddle oxfords in stock 
at both $5.95 and $6.95. One is the old shipment, one the 
new. Suppose you wanted a pair in size 642B. The sales- 
man would quote you the $6.95 price when you asked the 
price upon entering the store. After he’d sold them to you 
because the only 644B’s he had were the old shipment, 
he’d have to quote you, and sell them to you at the $5.95 
price. Some customers who want the best quality think 
they are not getting it when you quote a higher price, and 

[TURN TO PACE 110, PLEASE] 
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Light, bright, fluffy shirling slippers . . . as delectable as the pastry 
for which they were named. And are they packed with pro- 
motional possibilities? Just look! You can do a job on their 

5 yummy colors. You can play up their soft fluffiness . . . 

their cozy comfort and warmth. They're rich with 

oppeal for teen-agers . . . college girls. . . for 

their mothers and grandmothers, too. And 


Sugar-Lamb $3.25 Net a Se ee Se think of the Christmas gift job they'll do! 


Minimum order 18 pr. per style 





by Elkind 


Fluff-Scuff $2.40 Net 


Minimum order 18 pr. per style 





+ POWDER BLUE 


ELKIND BROS., 78 Reade St., New York 7 
Creators of Casual Footwear 





PROFITS ARE 


ON THE RISE 


GERDA’ 


ALL LEATHER 


CHILDREN'S 


Ne. 40i— ZIPPER 
BOOTEE. All Leather 
Uppers, Leather Collar, 
Flexible Hard Leather 
Seles, Regular Halt 
Sizes. Celers: Red, 
Blue, Brown. Sizes: 
5% - 8; 8% + 12. 
$2.25 


GERD 


SLIPPERS 


Here's a gala collection of ALL LEATHER 
SLIPPERS to send your child customer's spirits 
and your soles soaring! The rich variety of 
color appeals instantly. to their young eyes. 
Their attractive all leather construction makes 
immediate friends with parents; result: Greater 
Profits for Gerda dealers featuring these out- 
standing values. An early order will enable 
you to brighten up your Children's Depart- 
ment in ample time for the long fall slipper 
selling season ahead. 


Ne. 801—OPERA. All 
Leather Uspers, Flex- 
ible Hard Leather Soles, 
Fine Grain Leather, 
Regular Half Sizes. 
Colers: Grown, Red, 
Blue. Sizes: Infants’ 
5-8: Children’s 84-12; 
Misses’ 12% - 3. 


TERMS: Net 10 days, F.0.8. New 
York. Minimum Order 18 prs. per 
color — State Second Ceoior Choice. 


SEPTEMBER-OCTOBER DELIVERY 


Footwear COMPANY, INC. 


IMPORTERS * 
158 DUANE STREET, NEW YORK 13, N. Y. 


EXPORTERS 








Pennsylvania Store 
Expands Line 


ALLENTOWN, Pa.—lIn time for back- 
to-school promotions, Zollinger-Harned 
Co. has expanded the variety of styles 
carried in its recently opened Deb Shoe 
Shop to include low heel sports shoes 
suitable for school wear, also dressier 
types up to and including $6.95. 

When the main floor Deb Shoe Shop 
was opened, the store planned eventu- 
ally to make it a complete department 
for young women and girls, featuring 
inexpensive lines. 


Store Is Remodeled 


SEATTLE, WASH.—Kimball’s store at 
Bothell, just north of Seattle, plans 
more extensive footwear merchandising 
for both sexes. Arthur Kimball has 
extensively remodeled his store and has 
installed considerable new equipment, 
fixtures and show cases, as well as 
other improvements in and out of the 
shoe departments. A new men’s shoe 
department has been installed on the 
east side of the Bothell store, while the 
stepped-up women’s shoe salon has 
been ensconced on the mezzanine floor. 


Rondeau Will Provides 
Gift to City 


FARMINGTON, N. H.—The will of the 
late Henry O. Rondeau, treasurer of the 
H. O. Rondeau Shoe Co., who died sud- 
denly last month, provides a gift of 


_ $25,000 to the town of Farmington to- 


ward the construction of a recreation 
center to be known as the Abraham 
Burtman Memorial Building. 

The memorial building will be named 
in honor of Mr. Rondeau’s partner, A. 
Burtman, who also died suddenly only 
a few months before Mr. Rondeau’s 
death, and likewise left the town $25, 
000 for the recreation center. 

The Rondeau will, filed in Strafford 
County Probate Court in Dover, pro- 
vided that all stock owned by Mr. Ron- 
deau in the shoe company and other 
enterprises will be turned into a trust 
to be divided into equal shares among 
the widow, Eleanor Rondeau, and two 
children, Henry O. Rondeau, Jr., and 
Joanne K. Rondeau. 


Store Hours Revert 
To Fall Schedule 


Dover, N. H.—Dover retail stores 
have resumed their Fall schedule call- 
ing for Wednesday afternoon openings, 
eccording to an announcement by James 
C. Lawless, president of the Dover 
Retail Merchants’ Association. 
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Material and Price Problems 


[CONTINUED FROM PAGE 106] 


then sell their shoes to them at the lower. Especially when 
sitting right beside customer number one, customer num- 
ber two is paying the higher cost for the same shoe you 
have just bought because there happened to be a 642A in 
the new shipment at the new pricing. Regulations pro- 
hibit selling for less. The retailer is not allowed to aver- 
age his price between the upper and lower price. Yet both 
shelf merchandise and new can be sold for the same price, 
when the article is advertised.” 

This retailer believes the shoe picture will become nor- 
mal again only when the administration allows the opera- 
tion of the law of supply and demand to take its normal 
course once more. 

Then there is the matter of hides in the world. market 
selling at thirty cents, and in the local market at fifteen 
and a half, which helps the present scarcity. 

Another hurdle appears when the uncontrollable black 
market on meat enters the picture. Not only hides, but 
also important medicinal by-products used for scientific 
and health purposes are destroyed in the burying of such 
evidence in lime pits, retailers relate. When meat is car- 
ried in a hearse and deposited in a morgue before it gets 
to the black market butcher, there is not only lack of sani- 
tation, but waste of the best stock hides and other by- 
products. They also believe when OPA restrictions are 
lifted, the customer will be benefited. 

“Everything is out of proportion now,” commented an 
executive. “Shoes are soft goods. As soon as hard goods 
such refrigerators, automobiles, washing machines, and 
electric irons are available in unlimited quantities, the shoe 
dollar will shrink. Then the table, feet, and back of the 
public will not be so well cared for. Today the shoe market 
has been over-stimulated because there have been few other 
places to put money. Economically, where the laborer in 
normal times received $1.75 for a day’s work, now he re- 
ceives $14. Consequently, a $39.50 shoe and a $54.50 bag 
plus 20 per cent tax—approximately a hundred dollar 
transaction,” this retailer says, “is a usual purchase by 
persons of the poorer classes who buy mostly for show, 
regardless of its being the last dime in their pockets. 

“Today’s dollar is infiated. Our danger is that we have 
learned to apply everything to inflated prices. We have 
developed a champagne taste in everyday living.” 


Don B. Woodyard Retires 


Omana, Nes—Don B. Woodyard, who started the 
Omaha store of the J. C. Penney Co. and built its shoe 
department sales up to third place for the chain in the 
nation, has resigned as store manager because of ill health, 
effective October 1. A heart ailment has caused him con- 
siderable trouble in recent years, and doctors recently 
ordered him to retire from business. 

Mr. Woodyard opened the Omaha store in 1933, two days 
before the national bank holiday. He recalls that on 
March 3, the store took in $50,000 cash, and playing a 
hunch, put the money in a vault rather than in a bank. 
Next day the store cashed $47,000 worth of checks for 
people who couldn’t get money from banks. 

“We didn’t lose a cent on the checks, and we made a lot 
of friends,” Mr. Woodyard said. In his 13 years in Omaha 
he has served two terms as president of the Associated 
Retailers, has been president of Ad-Sell Club and the Cham- 
ber of Commerce, has served on the board of regents of 
Creighton University, and was chairman of the Peoples 
Power Commission. 
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SING KID -.. pacemaker of Kid 


Leathers . . . possesses a suave flexible character, 





a distinctive charm lovely to the eye, glove-soft 


to the foot. 


Now, more evident than ever...and freely 





acknowledged by designers, manufacturers and 
the public, too . . . is the extraordinary stamina of 
Kid Leathers, as exemplified by the long life and 
enduring good looks of KING KID. 





BLACK GLAZED KING KID LEATHERS 
BLACK SATIN KING KID LEATHERS 

M&P BLACK GLAZED KING KID LEATHERS 
M&P GLAZED KID LININGS 

M&P GLAZED KID SLIPPER STOCK 
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b Ae customers are con- 

stantly seeing and hearing the Hollywood story 
National magazines, newspapers and 

radio stations are repeating the word about 
Hollywood—the only shoe polish 

containing Lanowax. 


People are learning that Lanowax 
gives shoes a brilliant lustre . . . makes leather 


more supple, shoes more comfortable. 


And your customers, like so many of our 
dealers, continue to return with the 
most profitable of all business—repeat orders! 


So stock up with the entire Hollywood 
line. You'll find it’s profitable 


HOLLYWOOD SHOE POLISH, INC. 


107-35 Van Wyck Blvd. Richmond Hill 19, N. Y. 


Makers of Bootmaker's Stain Polish (in Antique Walnut, Dark 
Brown, Antique Redwood, Neutral, Black, Tan} —Sani-White— 
Hollywood White—Skuf-shine—Brushless Shoe Polish—Boot- 
maker's Saddle Cream—Duforal Colorless Cleaner. 








Manufacturing and Markets 


[ CONTINUED FROM PAGE 84] 


control, will move to legitimate dealers or to the black 
market, where hides either are destroyed or at best emerge — 
as low-quality leather. Manufacturers here almost unani- 
mously predict the latter, as do the retail shoe dealers. 

The price outlook is equally baffling, with so many man- 
ufacturers forced to buy material at three or four prices 
that few can estimate costs in advance. Ironically, the only” 
element of manufacture that is easy now is labor, a com.” 
modity that was desperately short a year ago. The day” 
after Labor Day, however, 500 freight handlers and dock. + 
men went on strike here, tying up 93 long-distance truck 
lines and paralyzing shipment of most of what little raw 
material is available. A similar strike four months ago set 
back production 30 days. Moreover, many smaller foot- 
wear producers here have not yet recovered from addi- 
tional shortages brought on by the American Hide Co. | 
walkout. 

In this situation more than a few factories still declare 
shutdowns are imminent. Some have been able to continue | 
only because they have the authority and material to sub- 7 
stitute gabardine for leather, a fabric which has become 7 
in considerably better supply here lately. 

Factories are being harassed by demands of retailers for 
shoe deliveries, even though dealers know what the leather © 
situation is. Although consumer demand is high—need-~ 
lessly so, some manufacturers maintain—retailers are be- 
lieved privately to be aggravating the shoe shortage by the 
attempts to hedge against fluctuations in factory deliveries. 
Since the war changed purchasing practices from a semi- 
annual to a day-to-day basis, dealers are vulnerable to 
every little jolt the manufacturer suffers. Formerly stocks 
were sufficient to absorb these; hence the pressure to build 
backlogs. 

Strictly on the basis of consumers’ needs, some manufac- 
turers believe, factories could shut down several months 
without leaving many adults barefoot. They point out that 
on the basis of June production, the industry is turning out 4 
a pair of shoes for every person in the country every three 
months. 

What little optimism exists here for more leather, more 
production and better retail shoe inventories hinges on the 
belief that the hide industry may soon become convinced 
an OPA price rise is not coming and be willing to sell at 
prevailing levels. Should an unexpected volume of Septem- 
ber slaughter hit legitimate channels and pile more hides 
on top of those produced during decontrolled July and 
August, manufacturers assert, the hide trade will be forced 
to reconcile itself and sell the perishable surplus at pre- 
vailing prices. 


Cincinnati 


THat return of ceiling prices on cattle will provoke an 
even greater shortage of leather and further reduced out- 
put is the opinion of Cincinnati shoe manufacturers. Due 
to shortage of cowhides and imported kidskin, some plants 
in Greater Cincinnati area are now operating only half 
time. 

The acute shortage was alleviated a bit during suspen- 
sion of price controls, when additional materials were 
available at higher prices, the manufacturers disclosed. 
Now the industry is apprehensive lest a possible return of 
the black market in meat may have an adverse effect on 
the supply of hides and leather. [TURN TO PAGE 122] 
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Andrew Del Pesco, 
: originator and inventor, 
will be present to shou 
you how MEZ-R-ARCH 


will increase your sales. 
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- -¢ street . Here’s what MEZ-R-ARCH will do for you: 






,1s 





e Eliminates rule-of-thumb guesswork in corrective fitting. 
MEZ-R-ARCH brings scien- e Correct elevations are scientifically indicated. 


tific principles to the fitting of appliances and cor- e Longitudinal and transverse arch positions are coordi- 
rective ae pee a < erally | from nated and visibly shown to an accurate degree. 

many years of experience. It has been roved ’ , 
by nba than 5 years of actual use in the deta Correct adjustment procedures for true foot balance in- 
busy shoe store. dicated by visible measurements. 


Now it’s ready to help you give better fittings and No Other System Is Like It! None Can Com With Itt 

build prestige and sales in your store. Be the first in your community to use -ARCH with 
complete assurance of Exclustve Franchise and full pro- 
tection. 















DEL PESCO SYSTEMS, INC. 
Sales Office & Show Room 
33 North 11th Street Philadelphia 7, Pennsylvania 


AGENTS WANTED IN ALL TERRITORIES 
SHOE TRAVELERS PREFERRED. 








for Krippendorf Foot Rest Shoes 


TTEEN-AGERS don’t appreciate the quality 





of Krippen- 


dorf Foot Rest Shoes. Elderly women don’t need the activity 


that Krippendorf Foot Rests permit. But from 25 to 55— 


when women know good shoes and have the money to pay 
st choice. Harmonizing wi 


for them—Foot Rests are 


the smartest dress—sympathizing with the tenderest foot— 

Foot Rests are shoes for every hour of every day. And 
thirty years of Krippendorf Foot Rest preference give you 
a grand opportunity for repeat sales. | 


THE KRIPPENDORF-DITTMANN COMPANY 


Cincinnati, Ohio 


» 
tae 


A t1p pe silos . 


FOOT REST 


SHOES 


Foot Rests cre MODERATELY priced 


* Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 


New York Showroom: 





Marbridge Building 











Second Fire in Three Years 
Consumes Shoe Stock 


ELKHART, IND—The $20,000 shoe 
stock of the Big Shoe store was in large 
part consumed in the $75,000 conflagra- 
tion which swept the downtown section 
of this city. Some of the shoe stock 
might be salvaged according to E. L. 
Simkin, manager. 

This is the second fire in three years 
for the Big Shoe store. The first was 
confined to the basement. The day after 
the fire, Mr. Simkin had plans to start 
moving the stock to a temporary loca- 
tion until permanent quarters could be 
prepared. 
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Shoe Man Opens Own 
Store in Wisconsin 

WATERTOWN, WiIs.—A new shoe store, 
the Meyers Shoe store, has been opened 
here by George H. Meyers, for the past 
11 years manager of the Miller-Jones 
shoe store.in Watertown -and for the 
nine years previous to that manager of 
Newark stores. 


Manager of the new store is Lavern 
Freitag, Watertown, a discharged veter- 
an who served in the European theater 
and who, before he entered service, was 
employed by Mr. Meyer in the Miller- 
Jones store. 








Buffalo Has New Children’s 
Department 


BurraLo, N. Y.—A new children’s 
shoe department has been opened in the 
Sample Shop, Buffalo. It has been 
leased to Shelbro, Inc. of New York City, 
The department is now in a temporary 
location but will be operated on a per- 
manent basis in the new store building 
now under construction. 


Shelbro, Inc. also operates shoe out- 
lets in New York and Troy. Irving Shel, 
member of the firm, is here to organize 
the new department which handles shoes 
for age brackets from infants to teens, 

The new Sample department is fea- 
turing a complete line of soft sole, first 
step, and footwear for boys and girls 
plus a line of slippers and rubbers, 
Novelty lines also will be handled, in- 
cluding special types of play shoes and 
ballet footwear. 

When the new store is completed, 
Shelbro also will operate a complete wo- 


| men’s shoe department at the Sample 


in a $5.95 to $35 price range. Joseph 
Shel, working out of the company’s New 
York headquarters, will buy for and 
merchandise the new Sample depart- 
ment. 

After completing organization of the 
Buffalo outlet, Irving Shel will make his 
headquarters in New York and will 
handle all children’s shoes for the firm. 





givEAWAYS! 


The SHOE Retailer's 
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write for newest 
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“Ledek* 
INDUSTRIES, Inc. 


39-45 W. 19th St., New York 11, N.Y. 


SUPPLYING ADVERTISING 
NOVELTIES SINCE 1902 








Boot and Shoe Recorder 

















+ > 


-* 
" 3 


September 15, 1946 





WAA Stabilizes Surplus 
Property Merchandising 


WASHINGTON, D. C.—In a move to in- 
sure uniform prices throughout the 
United States on surplus goods that are 
sold on a fixed-price basis, the War As- 
sets Administration has compiled a nine- 
volume price register, to be maintained 
as a national clearing-house of price in- 
formation on surplus property. 

Besides insuring uniform prices in the 
38 regions in which WAA disposes of 
surpluses, the register also is expected 
to make it easier and quicker for region- 
al offices to comiuct their sales opera- 
tiens. 

The register represents the first time 
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that all items priced on a national basis, 
have been catalogued in a convenient 
and usable form that provides a quick 
and accurate reference. 

It covers thousands of items. The nine 
volumes are broken down into the sur- 
plus goods categories: (1) Automotive 
and Machinery; (2) Hardware, Plumb- 
ing and General Products; (3) Paper, 
Furnishings, Furniture, Office Machin- 
ery and Equipment; (4) Drugs and 
Medicines; (5) Textiles, Apparel and 
Footwear; (6) . General Industrial 
Equipment; (7) Materials and Sup- 
plies; (8) Metal Working Equipment, 
and (9) Metals. 

The WAA price register will be con- 


Washington headquarters authorized to 
maintain proper maintenance, distribu- 
tion and observance. 

Not only. does the register establish 
prices according to the various levels 
of trade, but sets the maximum and 
minimum quantities to be disposed of 
to a buyer. 

Prices when the fixed price method of 
Gisposal is used, are set as close to the 
current market prices as is practical. A 
multitude of other factors enter into fix- 
ing prices. 

Administrator Robert M. Littlejohn 
has determined that it is WAA’s policy 
in establishing the fair value of sur- 
plus property to make allowances for 
condition, packaging, whether an item 
is a current or obsolescent model, supply 
and demand, and quantities and loca- 
tions of goods with respect to the 
natural market. 

These conditions may permit fixed 
prices to be higher or lower than the 
acquisition cost, but may not exceed 
OPA ceilings. 

Fixed prices will be established wher- 
ever possible. In general, auction, seal- 
ed bid, and negotiated price methods of 
sale will not be used until the fixed price 
method has proved unsuccessful. 

Discounts may be granted only for 
services rendered in the distribution of 
commodities to various levels of trade. 
They may not be granted for volume 
purchases. 

Attention will be given to the preven- 
tion of dumping of surpluses so that 
disposals will not result in price or other 
dislocations of the normal market. 

In addition to these general policies, 
numerous other details must be con- 
sidered in fixing prices. Shipping, 
charges, for instance, are an important 
factor because many items are located 
far from the location where the buyer 
wants them and most items were heavily 
and securely packaged for wartime ship- 
ment overseas. 

Also, original packing charges are a 
factor. It has been estimated that on 
one item, for each 7 cents of acquisition 
cost to the government, 2% cents went 
for overseas packaging. 

Another cost factor is sizes, as in the 
case of shoes; the range in sizes is great 
and they were purchased from a mili- 
tary standpoint. Consequently, some 
sizes do not appeal to commercial buy- 
ers. Seasonability is an added compli- 
cating consideration. 

Many items are not tagged, such as 
bedding. Because sanitation laws re- 
quire such tagging, a buyer would have 
to stand the added cost of doing this be- 
fore reselling the item. WAA cannot 
undertake to estimate the buyers’ cost 
of having this service performed. 


Celebrates Anniversary 


FRANKFORT, IND.—The shoe depart- 
ment of the Thrasher Department 
Store recently celebrated the depart- 
ment’s fifth anniversary in its newly 
enlarged and remodeled quarters. De- 
partment features branded lines for 


stantly revised and added to, with women and children. 
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Before you sign 










you ve bought a MOHAWK! 

















DON’T BE SATISFIED WITH ANYTHING BUT 
A MOHAWK Traffic-Tred! Then you'll know 
you ve bought a carpet with years of wear woven 
right into it. And the best way of making 


sure that you get it is to see your 


MOHAWK CONTRACT DEALER Today! 


THIS IS THE MOHAWK “FIVE POINT” 
STAR OF BALANCED CONSTRUCTION 


1* Wool Blend 

2** Pitch 

3*** Rows per inch 
4xtkk Yarn Size 
Siete Pile Height 


Write or wire for name of nearest contract dealer. 


MOHAWK CARPET MILLS, INC., 295 ritth Ave., Now York City 
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~ FOOTWEAR COMPANY 
m= 800 UNION STREET, BROOKLYN 15, N. Y. 2 





a | (Creation 


O riginality and skilled shoe-making com- 
bine with rich materials and clever styling 
to produce this “Truly Royal” creation. It’s 
characteristic of all Royal Footwear .. . Each 
pair adds new beauty to the loveliest foot. 











we 
bites.» 


«d 





Golf Shoes in Demand 
In Far West 


GreaT FALLs, Mont.—Golf oxfords, 
in oil tan leather with screw pegs, led 
the sales for sport shoes in Great Falls 
early this Fall. Skate shoes for small 
children, recently introduced in Great 
Falls, are selling rapidly. Dress shoe 
sales are lagging, with the demand for 
late Summer casuals still good. A big 
tourist trade this year has given much 
business to shoe merchants. Eastern 
dudes, especially, prefer to get their 
cowboy and riding boots in Montana 
stores. 






Shoe Department Reorganized 


PITTsBuRGH, PA. — The downstairs 
store of Frank and Seder, Pittsburgh 
department store, has been moved, ex- 
panded, and completely redecorated. The 
grand opening, September 14, was pro- 
moted with newspaper advertisements, 
radio spots, and direct mail. 

The department buyer, Adolph C. 
Schwartz, provided free comic books, 
guns, banks, and balloons for the young- 
sters. A banquet for store shoe person- 
nel, had as guests E. J. Gormley, gen- 
eral manager; J. Young, advertising 
manager; and H. Sheehan, sales man- 
ager, all of the Sundial Shoe Company. 











Children’s Shoe Ads 
Educate Parents 


ToRONTO, ONT.—A _ problem that 
stands out as one of the shoe retailer’s 
biggest headaches is the difficulty in 
convincing parents that children be- 
tween one and four years of age need 
new shoes every three months. 


“Good heavens,” cries the harassed 
parent, “I just bought a pair of shoes 
for him a couple of weeks ago. Don’t 
tell me he needs another pair?” And 
the shoe salesman must convince the 
parent that the child does need a new 
pair if his feet are to be properly pro- 
tected in the early stages of develop- 
ment. 

The Savage Shoe Company Limited, 
Preston, Ontario, is now carrying out 
national consumer advertising in Can- 
ada with this problem in mind. The 
copy is educational in character, giving 
the reasons why growing children need 
shoes at such frequent intervals: “You 
can’t stop a baby’s foot from growing 
and you wouldn’t want to. And as long 
as his feet are growing he must con- 
tinue to have new shoes. 


“As a general rule, children between 
the ages of one and four years of age 


| require a half size larger about every 


three months.” 


And again: “Never take chances. 


| The bones in a child’s feet are too soft, 


too pliable and intricate, to risk.” 
Further advertising, to appear in late 
Summer in large metropolitan rotogra- 
vure papers will point out that due to 
the practice of going barefoot for a 
good part of the Summer, children’s 
feet need special attention when new 


| shoes are chosen. 


This policy was commenced in 1941 
and the increasing popularity of shoes 
introduced by the Savage company has 
proved its worth. In addition, this 
method of presentation permits a 
greater concentration of advertising 
effort. 

Last Spring, the firm’s booklet, “Care 
of the Feet—Better Posture for School 
Children,” was distributed to every prin- 
cipal in every school across Canada. 
Fifty thousand were printed, but the 
increased demand made it necessary for 
an additional 20,000 to be run off. 
When demand continued, a calendar for 
foot exercises, originally part of the 
booklet, was sent out in lieu of the 
brochure. The reverse side of the cal- 
endar gives nine foot exercises with 
amusing line drawings illustratnig for 
the children’s benefit how these are to 
be done. The other side provides the 
calendar on which the child is to place 
an “x” for every day on which he has 
completed the exercises.. The booklet in 
simple, understandable language, tells 
why proper shoes are necessary for cor- 
rect posture, and why lasts are so im- 
portant in shoes. One chapter is given 
over to “How to Care for Your Feet;” 
another to “How to Care for Your 
Shoes.’ 
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A BRILLIANT FUTURE AHEAD 


The dealer who carries The Sir Walter Shoe is in line 
for some smooth sailing along the good profit course. 
Made right—with style that stays abreast of the more 
expensive lines—this ‘‘Gallant Shoe” has a value 
* appeal that can’t be beat. Like a sleek ship in favorable 
trade winds ... this sturdy line is kept moving to 
brighter horizons by a steady volume business. 


eR A a a $2.90 8 CG O= 8? Ee rs 


Division of Craddock-Terry Shoe Corporation . Lynchburg, Va. 
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| “Sir Walter 
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saves times 
-« Makes Selling Easier 


PRIMEX platforms measure 

(See TEE 12 inches from front to back, 
> 41:0 50% wider than ordinarily. 
This extra width permits your 

FEATURES customer to remain on the 
platform in a comfortable, 
sideways position while 
listening to your sales story, 
instead of getting up and 
down— thus saving effort on 
his part — speeding sales for 
you. Mail the coupon below 
for full story of the many 
PRIMEX selling advantages. 


RUE iba 

p -— 

Sg = OEE 
obligation full details on the new and 


EQUIPMENT CO. better PRIMEX SHOE FITTER. 
135 SOUTH LA SALLE STREET 


CHICAGO 3 














Boom in Leicester, British Shoe Center 


THE center of Britain’s boot and shoe and stocking indus- 
try, Leicester, is probably the most consistently lucky town 
in Europe. After the first World War the League of 
Nations listed Leicester and Lille as the two most prosper- 
ous towns in Europe. Now, after another war, Leicester is 
doing so well that if a survey were made today it would 
probably still hold that title. 

At the end of March there was not one woman on the 
unemployed register—and only 200 men unemployed in a 
population of 263,000. Practically all of the city 2000 fac- 
tories are working full time to cope with the orders that are 
flooding in from all parts of the country. 

At the end of the working day 250,000 people pack the 
30 cinemas, four theaters, and 20 dance halls in the city 
and suburbs; the tote at the greyhound stadium turns over 
$64,000, and thousands of dollars paid in by the thrifty 
help to swell the millions already contributed by Leicester 
to the National Savings movement. 

In short, the life of Leicester is running true to form. 
This city which has shod two victorious British Armies has 
seldom known a slump. If there has been a slump in stock- 
ings there has been a boom in boots, or vice versa. 

Now Leicester is doing so well that the Government has 
banned the building of new factories, and manufacturers 
who wish to expand are opening branches in other parts 
of the country. Almost everyone in Leicester who is enough 
and fit enough has a job, and the town has an insured 
population of over 130,000. 

At the present time a fantastic fight for labor is being 
waged by the three main industries—boots and shoes, 
hosiery, and engineering. 

The boot and shoe industry is losing labor to light engi- 
neering, and for the first time men are being employed in 
the closing departments and stockrooms which at one time 
were jealously guarded domains of the women. This dras- 
tic step has been taken by the National Union of Boot and 
Shoe Operatives and the Boot Manufacturers’ Federation 
in an effort to alleviate the shortage. 

Why is it that women are deserting an industry which 
essentially seems to belong to them? Most common reason 
seems to be that hosiery and boot and shoe work is highly 
concentrated and involves considerable strain which is 
lacking in engineering. Another theory is that the girls 
have grown accustomed to the highly organized welfare 
systems of the munition factories and take the view that 
life in engineering works is more congenial. 

Some say that the real answer is human nature; that a 
good proportion of the “lost 10,000” in the hosiery indus- 
try are married and are now making the home a full-time 
job. 

There is a boom in every trade, but at the same time 
there is a shortage of labor and material, and some still-to- 
be-lifted restrictions which add to the troubles of the manv- 
facturers. 

Leicester has been luckier than most town in England. 
It had only two air raids; suffered comparatively little loss 
of life or industrial property. Now there are 4000 jobs 
open for men; 1500 different types of vacancies for 
women. You walk through Leicester and sense the spirit 
of a town that is quietly doing well. Shops and markets 
are crowded with neatly dressed people; queues wait to 
put their money into the Post Office, and the banks are 
busy. 
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ALUMINUM 
TELESCOPIC EYELET 
AND WASHER 


OE SEY ROE TP ee Te LPG. MISS 


Today's active sports put great strain on the 
lacing fittings of many types of athletic shoes. 
The G* Aluminum Telescopic Eyelet and 
Washer combination setting gives maximum 
strength where it is most essential for satisfac- 
tory service. No other eyeletting method 
approaches this combination setting for lasting 


CROSS SECTION DIAGRAM durability. 


SHOWING 
ee ee Made in sizes suitable for both Men’s and 


Women’s athletic footwear. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON -+- MASSACHUSETTS 
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And M. B. Adrian was the first to recognize that 
a single strength penetration was inadequate for 
perfect observance of foot characteristics and 
peculiarities in men, women or children. Accord- 
ingly, he designed the SELEKTOR control (giv- 
ing three strength ray penetration) and incorpo- 
rated it into the “SPECIAL”. Thus, ANY foot 
being examined shows not only the bone struc- 
ture, but the tissue outline as well. 


The SELEKTOR is just one of the many advan- 
tages that make the “SPECIAL” live up to the 
statement, “the finest in X-Ray shoe fitting.” 


See for yourself . . . come to booth 29 at the 
National Shoe Fair. 





*EADDIAN' $245 
X-RAY CO. (ie 
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The Shoe Retailer Who Leases 


THE shoe retailer who leases his business premises has 
several advantages over the man who owns. As a rule, the 
lessee does not have to make such a large lump-sum outlay 
of capital as does the buyer. Moreover, leasing permits 
him to put forth his entire energy into his business—and 
allows someone else to take over the responsibilities of 
landowner. Finally, leasing can be done for a short or 
long term, depending on the merchant’s desires and judg- 
ment. 

No shoe retailer should sign a lease without competent 
legal advice, unless he, himself, is schooled in law. A good 
lawyer can often save many times the cost of his services. 

Even though a lawyer versed in real estate practices is 
engaged, the shoe retailer himself should be familiar with 
certain basic factors concerning leases. He should know 
that a lease, generally speaking, is an agreement between 
landlord and tenant—an agreement which usually con- 
cerns the transfer of possession of property from the former 
to the latter. A lease usually permits certain use of prop- 
erty by the tenant. 

A lease may be either oral or written, but for safety’s 
sake, it should always be written. Then, all important fac- 
tors will be down in black and white, and there will be less 
chance of difficulties arising after the lease is in effect. 

Different times and considerations dictate to large ex- 
tent the best length for a lease. The shoe retailer should 
ask himself these questions: “What are business condi- 
tions likely to be in my locality at the time the lease is due 
to expire?” “Will the business district have grown toward 
me or away from me?” “Will the business value of the 
property I am leasing tend to increase or decrease through 
the years?” “Will the nature of the buying public in my 
business area probably change radically as to type with 
the passage of time?” 

Certain things should be considered, too, before a mer- 
chant signs a short-term lease—the possibility of having to 
move at expiration of the short-term lease, the probability 
of having to pay higher rent than if a long-term lease were 
taken; the difficulty of soon having to negotiate a new 
lease agreement, etc. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 112] 


Ira M. Longini, president of Air Kushin Shoe, Inc., said: 
“If the roll-back on cattle results in black market slaughter, 
much of the hides will be diverted from the “tanners.” He 
added “when cattle is slaughtered for black market, the 
hides are buried. At any rate the leather supply will be 
cut further for a period, because cattle raisers will hold 
up shipments as soon as the ceilings are clamped on.” 

Longini estimated that Air Kushion’s present leather 
supply will last about a month. Constant replenishment 
is needed to maintain normal operations. 

Another shoe manufacturer said all manufacturers have 
agreed that an ample supply of leather could be obtained 
if OPA would raise the present ceiling on leather from 
15% to 20 cents a pound. 

The Butchers’ Hide Association, a cooperative handling 
hides for almost all of the 24 slaughterers in Cincinnati 
reports that there is no shortage of locally-killed hides. 

The American Oak Leather Company, large shoe sole 
leather tanner, by reducing production by one-half has 
stretched to four weeks the supply of hides on hand or 
enroute. William H. Mooney, company president, said the 
“specter” of another black market arises from restoration 
of price controls on slaughtered cattle and that there are 
visions of thousands of ruined or destroyed hides. 
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Big Shoe Market 
In Newfoundland 


Sr. JoHN’s, NEWFOUNDLAND—There 
js a good demand in Newfoundland for 
lower-priced leather footwear, both 
men’s and women’s, says J. C. Britton, 

adian Trade Commissioner. 

Pe enther and all other types of foot- 
wear, as was the case in Canada and 
the United States, was rationed for 
the greater part of the wartime period, 
and imports were limited to quotas es- 
tablished by the United Kingdom, the 
United States and Canada. 

Nevertheless imports of leather foot- 
wear into Newfoundland increased con- 
siderably during the war as compared 
with those recorded for 1938-1939. 
Prior to the war, the chief supplying 
countries were the United Kingdom, 
the United States and Canada, but dur- 
ing the war years the bulk of the coun- 
try’s requirements came from Canada 
and the United States. 

The quality of Canadian leather foot- 
wear, particularly that for men, has, 
according to the larger importers, im- 
proved considerably during the past 
few years. Whereas prior to the war 
the better-class men’s shoes were large- 
ly supplied from the United Kingdom, 
there are prospects that Canadian firms 
will retain a percentage of the busi- 


ness. 

It should be born in mind that the 
Newfoundland market is limited by the 
fact that the total population is only 
slightly in excess of 315,000 and the 
average annual income of the majority 
of the population is not high. 

Leather footwear sales are, to a con- 
siderable extent, confined to the urban 
centres, such as St. John’s and vicinity, 
and towns such as Corner Brook and 
Grand Falls. People in the outlying 
sections of the country, particularly 
fishermen, wear rubber boots for the 
greater part of the year. 

Leather footwear is produced locally, 
production being confined to medium 
and lower-grade women’s and children’s 
shoes. Sales of women’s and misses’ 
leather footwear have declined in favor 
of beach wear of all types. The higher- 
priced better-class ladies’ and misses’ 
footwear is not stocked to any great 
extent by the leading shoe stores, owing 
to the relatively limited demand. 





Veteran. Opens New Store 


PORTLAND, ORE.— Harold Nectour, 
formerly of Alexander’s Department 
Store, Bronx, New York, has opened a 
shoe store at 625 Forest Street, Port- 
land, specializing in children’s and 
growing girls’ shoes. Individual atten- 
tion with X-ray is given to every 
customer. 

Mr. Nectour was recently discharged 
from the Navy, where he served in the 
South Pacific theater for more than 
three years. 
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FIBRE-SORTING by England-Walton skilled 
sorters, whose “detective” eyesight senses the 
slightest variations in inner fibre construction 
of leather, assures superior matched soles. . . 
meaning repeat orders from retailer and wearer 
for those manufacturers who specify E-W FIBRE- 
SORTED leather soles. 


FIBRE-SORTED soles give a merchandisable 
extra ...a selling feature that is 
uniquely E-W. 


SET 1 SET 2 


POLARIZED LIGHT PARALLELS 
KEEN INSIGHT OF ENGLAND-WALTON SORTERS 
E-W leather soles, mated by fibre-sorting, offer greater flexibility 
and weat-resistance. 
PAIRED PHOTOELASTIC STUDIES: Set 1 reveals uneven stress 
lines in unmatched flexed samples . . . like inner structure of un- 
matched leather soles: UNEQUAL WEAR SERVICE. 


Set 2 shows uniform stress lines ...as in E-W fibre-sorted soles: 
LONGER, MORE EVEN WEAR. 








IN FUR COATS, 
it’s the matching... 
IN LEATHER SOLES, 
FIBRE-SORTING 


makes the 


ENGLAND-WALTCON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston © Camden + Peabody + New York + St. Louis 
Columbus » Milwaukee + Los Angeles + San Francisco 
Ashiand, Ky. * Newport, Tenn. + Hazelwood, N.C. 
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Raw Stock Situation Continues Critical 


Some Shoe Manufacturers Report Leather Shipments from Tanners 
Slightly Improved, But Supplies Generally Are Tight 


New YorkK—The shoe is beginning to 
pinch for retailers the country over, now 
that production of leather footwear is 
lagging. Deliveries of leather shoes to 
retailers are termed by manufacturers 
as “token” shipments. For the most 
part, footwear manufacturers are 
spreading their supplies of leather thin- 
ly, so that their retail customers may 
all share in what little leather is avail- 
able. 

Leather shoes are reported in shorter 
supply than during the war, a situation 
that may continue for several months 
unless price changes are made upward, 
first on hides and then on leathers. 

Many shoe factories are on the verge 
of shutting down, and Seymour C. Fab- 
rick, president of Vogue Shoes, Inc., Los 
Angeles, Calif., was speaking for prob- 
ably the entire trade when he said: “The 
shoe industry faces a serious crisis to- 
day unless more leather can be ob- 

_ tained.” 

In St. Louis, little improvement was 
reported in a “critical condition,” even 
though some shoe manufacturers were 
getting larger shipments of leather and 
were able to “hang on.” The Brown 
Shoe Co. plant at Salem, IIl., which shut 
down some of its departments because 
of the leather shortage, has its entire 
force back at work. 

In Chicago, two large shoe plants, 
Florsheim and J. P. Smith, managed to 
keep in operation, but executives of both 
concerns reported that more leather is 
needed very soon if production schedules 
are to be maintained. 

Shoe manufacturing firms in Los 
Angeles are said to be either shut down 
completely or operating on a part-time 
basis. 

G. W. Underhill & Co., Kansas City, 
one of the nation’s largest manufac- 
turers of leather shoelaces, closed its 
doors because of inability to obtain 
leather. 

In Brockton, Mass., the supply of 
leather was reported to be better, with 
shoe factories there running on reduced 
schedules, but in Boston a somewhat 
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more pessimistic attitude prevailed. 
Some shoe men predicted a return to 
black markets in hides due to recontrol 
of meat prices. Lowell, Mass., shoe fac- 
tories reported fair production, but still 
below normal. 

A second side tannery in Chicago has 
been forced to shut down.and others in 
that area are threatened with closing 
unless the situation is alleviated. More 
hides are all that are needed to increase 
the leather and shoe output, one large 
Midwestern tanner declared. “Labor is 
no longer a serious problem in tan- 
neries.” 

Threats of black market operation 
have the entire leather industry uneasy, 
with hides and skins being received at 
some tanneries while others are getting 
down to rock-bottom. 

In Cincinnati, it is feared that re- 
sumption of black markets will be a 
limiting factor on hide output. The 
American Oak Leather Co., by reducing 
production 50 per cent, has stretched its 
hide supply over a four-week period. 

With leather needed so badly for foot- 
wear, American tanners are “blacked 
out” of the foreign picture by prices 
prohibitive to the domestic market. 
Sizable quantities of hides are moving 
elsewhere than to the U. S. from Argen- 
tina. Great Britain purchased approxi- 
mately a quarter-million hides in the 
Argentine at 27% to 30 cents per pound 
and further buying was anticipated. The 
Netherlands and Sweden each took 
around 30,000 hides. New Zealand calf- 
skins moved at prices equal to 70 to 75 
cents per pound. 

The shortage of leather is “going to 
get much worse before it gets better,” 
according to Morris S. Verner, Jr., di- 
rector of the CPA Compliance Division, 
who blames the current leather shortage 
on low Spring slaughter figures. He 
admitted that no evidence of large scale 
withholding of hides was discovered in 
the recent probe of the industry. 

While hide consumers in this country 
are actually “starving for rawstock,” 
[TURN TO PAGE 128, PLEASE] 





Heads J. & J. Slater 


New YorK—Larry J. Horan, one of 
the country’s leading shoe merchants, 
has been elected president of J. & J. 
Slater, women’s retail shoe salon, ac- 





LARRY J. HORAN 


cording to an announcement by the 
board of directors. John Slater, nephew 
cf the original John and James Slater 
and former president of the company, 
becomes chairman of the board. 

Mr. Horan brings to his new position 
a wealth of experience in every phase 
of the shoe industry, dating from his 
first position as boy-salesman in a retail 
shoe store in Oswego, N. Y., his birth- 
place. He was for many years associ- 
ated with International Shoe Company 
of St. Louis, during the same period 
serving in an advisory capacity to J. & 
J. Slater. In 1944 he became executive 
vice-president and treasurer of J. & J. 
Slater, which post he has held until 
assuming the presidency. 

Under Mr. Horan’s aegis, the Slater 
business has flourished and expanded 
and today the salons in Washington, 
D. C., Palm Beach, and East Orange, 
N. J., as well as the one at 575 Madison 
Ave., in New York, testify to his leader- 
ship. 

The Slater firm carries one of the 
best known names in the retail shoe 
business and the recent expansion, with 
progressive plans now in the making, 
point to a promising future. 











Functional Design of Geller Store Aids Sales Efficiency 


Modern simplicity creates an atmosphere of quiet juxury 
in the newly decorated Andrew Geller shoe salon at 537 
Fitth Avenue, New York, seen in the photo at the right. 
The skilifal use of draped velvet in muted shades, which 
simulates a circular room by concealing wall angles, and 


lighting by direct ceiling lights and 


New York—The Andrew Geller shoe 
store at 537 Fifth Avenue, here, which 
has been completely remodeled as a 
modern salon, reopened officially last 
month. The new decoration, planned by 
George Nemeny, architect, and A. W. 
Geller, who was in charge of design, 
affords customers and salespeople the 
utmost in comfort and convenience. 

The store is entered through all-glass 
doors which lead into a foyer devoted 
to handbags and other accessories. The 
brilliant vermilion and gray of the 
foyer provide a marked contrast to the 
light, muted tones of the main shoe 
salon. There the walls are hung with 
velvet in neutral shades ranging from 
light tan to dark gray, while the floor 


incandescent bulbs 


covering is warm harmonizing beige. 

The use of drapery in the salon 
creates an illusion of curves, the con- 
tour of one wall being further empha- 
sized by the large curved settee placed 
against it. Reddish brown chairs cov- 
ered with washable plastic are ar- 
ranged in rows on the opposite side of 
the room. These seats are separate 
units without arms which can be rear- 
ranged easily. Small hassocks are used 
by the salesmen. 

The store’s lighting has been in- 
creased from 2000 to 11,000 watts by a 
combination of ceiling and wall lights 
which allow shoes to be seen in their 
true colors. The wall fixtures are sculp- 
tured abstractions done in bright color 


in unusual wall fixtures make the salon appear cool, restful 
and spacious. The modern design of the interior is applied 
also to the window display, as seen at the left. Simple 
geometric forms, mirrors, drapery, clever lighting and 
minimized use of vivid color provide an effective back- 
ground for the smal! amount ef merchandise shown, 


by Jose de Rivera, noted sculptor. The 
tilted ceiling hides the air-conditioning 
ducts and also serves to deaden sound, 

Still to be installed are hanging dis- 
play units of glass which will be sus- | 
pended by metal rods. At present there 
is no merchandise visible to the cus- ~ 
tomer, since the complete stock has 
been concentrated in a single stockroom © 
in the rear of the store. Geller sales-~ 
men say that this concentration of © 
stock enables them to serve twice as 
many customers as in the old store. 

Construction involved in the remodel- ~ 
ing was handled by Max Boriss, con- | 
tractor, associated with Ott Store 
Equipment Company. The store is man- 
aged by Dan Geller. 





Daniel J. Danahy 
New NESLA President 


Boston, Mass.—Daniel J. Danahy, 
treasurer of the H. H. Brown Shoe 
Company, in Worcester, Mass., manu- 
facturers of men’s work shoes, has suc- 
ceeded to the office of president of the 
New England Shoe and Leather Asso- 
ciation. Mr. Danahy succeeds the late 
H. O. Rondeau who died suddenly on 
August 18. 

In making the announcement, Max- 
well Field, association secretary and 
executive vice-president, pointed out 
that Mr. Danahy “has served as vice- 
president for the last four years and 
automatically assumes the presidency 
under provisions incorporated in the 
association’s by-laws.” 


Suspend Control on 
Rubber Footwear 


WASHINGTON — All sales of rubber 
footwear by manufacturers, whole- 
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salers and retailers have been sus- 
pended from price control, the Office of 
Price Administration has announced. 

Rubber footwear is being suspended 
from control in compliance with a pro- 
vision of the Price Control Extension 
Act of 1946 providing for removal of 
controls when the supply of any non- 
agricultural commodity exceeds or is in 
balance with demand. 


Schiff Company Controls 


A. S. Beck 


CoLtumsus, On10o—The Schiff Co., 
Columbus, has increased its holdings 
sufficiently to acquire effective control 
of the A. S. Beck Shoe Corp., officials 
announced recently. In July of last 
year investment interests, headed by 
Wertheim & Co. and Lehman Bros., 
purchased a large block of stock of 
A. 8. Beck Shoe Corp. from the previ- 
ous controlling interests. Schiff ac- 
quired 20 per cent of the common stock 
at that time. 


Robert W. Schiff, president of Schiff, 
said no change in policy of the two cor- 
porations ahd in the method of their ™ 
operation is contemplated. They will © 
continue to be managed separately. | 
Benjamin Daniels will continue as | 
president and Robert W. Schiff as 
chairman of the Beck board of di- ~ 
rectors. 


Open’s Men Shoe Store 


New HAveN, CoNN.—Martin Brown 
has opened a Jarman Shoe Store at 13 
Broadway, here, opposite the Yale cam- 
pus. The new store is a salon-type, with 
no merchandise visible. Fixtures and 
interior are modern, and the store is 
one of the most up-to-date men’s shoe 
salons in New England. 

Assisting Mr. Brown is his son, Eu- 
gene, who will be in charge of the sales 
staff. A complete line of accessories 
will be carried. 
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ds Young America Reaches For 


These California Platform Comfies he 
offer the dealer two outstanding ZIPPER 
advantages in TODAY'S market... a ee 
X They are a quality product in design, 
styling, material and workmanship. 
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* You can have them now — THEY'RE 
READY FOR IMMEDIATE DELIVERY! 
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Retails ot $2.98 to $3.98 


Manufactured by the Originators 
of California Platform Zippers 
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Features of BR Construction: 

© Balanced Broad Tread B Lasts 
© Arch Supporting Counters 

© Anatomic Snug-Fitting Heels 
© Heels Wedged at Inner Border 
© Molded B Steel Shanks 














gentle but effective support. 


Our facilities are still engaged in supplying 
customers; but we promise 


our 


fine shoes to others as soon as production 


warrants. 


JULIUS ALTSCHUL, INC., 117-125 GRATTAN ST., BKLYN. 6., N. Y. 
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real source of profits. 
‘Inquiries invited 


357 Fourth Avenue 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
LYNCHBURG, VA. GRAND RAPIDS, MICH. LOS ANGELES, CALIF. 
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’ WHILLiAM ISELIN & Co., INC. 
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for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products 


NEW YORK 
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Stock Situation Critical 
[CONTINUED FROM PAGE 125] 


the situation in Canada was termed 
“normal” by Reinhold Lang of the Lang 
Tanning Co., Ltd., Kitchener, Ont. So 
far there is a normal flow of raw mate- 
rials to tanneries and leathers to shoe 
manufacturers, he said. 

A telegraphic survey conducted by 
CPA disclosed that tanner purchases of 
cattlehides for the first three weeks of 
the August allocation period amounted 
to 47.7 per cent of the permits issued. 
During the August buying period, per- 
mits were issued for a total of 1,538,623 
cattlehides and purchases through 
August 16 amounted to 734,592 hides. 
The allocation of calfskins was 772,940 
and permits were filled for 214,204, a 
percentage of only 27.7. Kipskin per- 
mits were 56.5 per cent filled, a total 
of 199,413 skins being moved to buyers 
holding permits for 352,950 skins. 


Shoe Club Resumes Meetings 


New York—The first Fall meeting 
cf the Shoe Club is scheduled for the 
evening of Sept. 17 at Hotel McAlpin. 
The group was inactive during July and 
August. Officers and members of the 
board of directors elected last Spring 
will be officially installed at this meet- 
ing. Abe Plotkin is the newly elected 
president. 
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Pioneer Southern 
Store Expands 


CotumsBus, Ga.—The Miller Taylor 
Shoe Co. has recently built and moved 
into one of the most modern shoe stores 
in this section of the country. 

The firm evolved from the retail shoe 
store established by T. C. Taylor and 
H. Land in 1910. Three years later 
upon the death of Mr. Taylor, Walter 
L. Miller purchased a half interest in 
the firm and it was rechristened Land 
& Miller. Some years later T. E. Tay- 
lor bought out Mr. Land’s interest and 
the firm duly became the Miller Taylor 
Shoe Co. 

Mr. Miller is president of the firm 
and Mr. Taylor secretary-treasurer. 
The former is a director of the National 
Shoe Retailers’ Association and also a 
member of the executive committee. 
During the war he served on the War 
Production Board as a member of the 
Shoe Retailers Industrial Advisory 
Committee. 

The store now employs 28 people and 
carries a complete line of men’s, 
women’s and children’s shoes. A for- 
mal opening was announced in a 14- 
page special supplement to the local 
newspaper. Photos of the staff, the in- 
terior of the store, and the firm’s his- 
tory were included. 


Formulas Available for 
German Synthetic Tanning 


WASHINGTON, D. C.—The formulas 
and properties of the most important 
German synthetic tanning agents and 
cther substitute materials for leather 
treatment are described in a report now 
on sale by the Office of Technical Ser- 
vices, Department of Commerce. Some 
of these synthetic tanning agents, which 
were developed by I. G. Farben, are 
claimed to be superior to natural ma- 
terials. 

The report was prepared by W. Baird 
for the British Intelligence Objectives 
Agency. In addition to tanning mate- 
rials, it describes German fat substi- 
tutes. for the leather industry and 
waterproofing agents. 

Some of the German synthetic tan- 
nins, such as the “Tanigan Extra,” the 
“Tanigan Supra,” and the “Gerbstoff” 
products, are adequate substitutes for 
quebracho and other natural tanning 
agents, according to the investigator. 
Their properties closely resemble those 
of vegetable tannins, and they can be 
used to make leathers for a wide range 
of uses without modification of the tan- 
ning procedure. 

The other “Tanigans,” which were 
known outside Germany before the war, 
are not complete tannin substitutes. 
However, they can be used as assistants 
in certain tanning processes. 

Most of these products are sulphon- 
ated derivatives of phenol, aromatic 
hydrocarbon-formaldehyde condensates, 
or mixtures of both. In some cases, sul- 
phite collulose liquor is added to the 
composition. 

Fat substitutes for the leather indus- 
try also were developed in Germany. 
These were called “Derminols” and were 
principally chlorinated paraffins. The 
investigator did not believe that they 
would compete economically with nat- 
ural fats under normal conditions. 


Shoe Firm Buys Property 


ToLepo, O.—The Western Shoe Co., 
wholesale shoe firm, has purchased the 
property it occupies at 120-24 St. Clair 
Street, where it has been located for the 
past quarter of a century. 
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to Pull the Fuse from 
a $20,000,000,000 Bomb 
















—— a super bomb whose explosion could rock the 
entire nation. Such a bomb EXISTS—but you can help render 
it harmless. 


This bomb is $20,000,000,000 surplus national income. 


Authorities estimate that this year's total income will be 
$155,000,000,000 — personal taxes will total $15,000- 
000,000—consumer goods and services will absorb no 
more than $120,000,000,000. This leaves $20,000,000,000. 
Even if banks and insurance companies absorb one-fifth of 
the surplus (as they did in 1945), there will still remain 
$16,000,000,000 that could be used to bid up prices. 
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You're doing yourself, your company, and your country a 
favor by continuing your payroll deduction plan for the 
regular purchase of U. S. Savings Bonds. At maturity, they 
pay $4 for every $3 invested! 


THE PEACETIME PAYROLL 
SAVINGS PLAN— 


A booklet, published for key executives by the 
Treasury Department, containing helpful suggestions 
on the conduct of your payroll savings plan for U. S. 
Savings Bonds. 






















THIS TIME IT’S FOR YOU 


A booklet for employees . . . explaining graphically 
how the payroll savings plan works . . . goais to save 
for, and how to reach them with Savings Bonds. 


Are you using these booklets? 


If not, or if you want additional copies, just ask your State 
Director of the Treasury Department Savings Bonds Division. 
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The Treasury Department acknowledges with appreciation the publication of this message by 
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shoe eyelets 
lor fall 
Winter, 


$4 fe 


Invincible Roll Setting Aluminum Eyelets (surface type) 
and Aluminum Blind Eyelets, in all standard colors and 
sizes, are available for prompt shipment. 


to the Retailer 


no embarrassment from rough inside surfaces when shoes 
are equipped with these eyelets. 


lo the Consumer 


because they lie permanently smooth inside, stockings 
do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


WOMEN’S 


COLOR NUMBER 


Fiesta Wine 
Town Brown 
Russet 
Frappe Cocoa 
Wine Tone 
Cherry Red 
Amber Brown 


Black 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


302 
302 
1900 
600 
302 
100) 
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Intelligent Salespeople Build 
Accessory Sales 


Provipence, R. I.—‘“Have your salesgirls talk intelli- 
gently if you want a good accessory business,” says Ben 
Sheftel, manager, Morse Shoe store, here. This store has a 
handbag and hosiery department that is rated as one of the 
largest in the city. It extends 48 feet, with four rows of 
shelves for wall display plus counter display facilities. The 
department is located in a shoe store which was completely 
modernized prior to the war. It is air-conditioned, has an 
aii-glass entrance and a modern lighting system. 

“Our salesgirls are well trained in regard to the mer- 
chandise they sell,” he explains. “When a new girl starts 
in here, we give her a thorough training, emphasizing 
leathers and other bag materials, as well as the workman- 
ship involved. We go over each items talking about these 
factors, emphasizing style and the colors with which a bag 
will harmonize. We take up current styles in suits, coats, 
dresses and hats, so that the girl will be able to make 
reliable and timely suggestions. 

“After the girls are initially trained, they are kept con- 
stantly informed of style changes, fashion trends, talking 
points of new merchandise, etc. We believe we have as 
large an assortment of bags of any store in the city and 
that we can give the people as good, if not better dollar 
for dollar value. To convince our girls of this, I give each 
one in turn time off during working hours to shop other 
stores and see what they are offering. They observe the 
merchandise and the prices, and also the ways of dis- 
playing it. They come back with a broader picture of the 
whole department. And they can talk with customers who 
tell what they can buy in other stores.” 

Mr. Sheftel urges the girls to use suggestion selling with 
caution. He drives home the thought that it is better to 
make one intelligent suggestion than to give the prospect 
a barrage of arguments. The company pays the girls on a 
wage-plus incentive plan, which puts them on the alert to 
chalk up a good sales record. 

Another factor in developing this handbag business is 
the use of attractive window displays wherein each bag is 
shown with the shoes with which it best harmonizes. This 

often creates a double sale, since the woman becomes bag- 
minded at the same time she becomes shoe-minded. Mer- 
chandise is placed in the windows according to its desir- 
ability, the most wanted shoes and handbags being placed 
nearest the street. This catches the busy pedestrian. 

The hosiery section of this department has, of course, 
been limited in its sales scope to the availability of mer- 

chandise. The handbag business has advanced steadily 
year after year and so far this year is running much better 
than a year ago. The department itself recently under- 
went modernization, with wooden shelves replaced by 
glass shelves and mirror backing. 





No Price Increase for Hides 


Wasnincron, D. C.—A flat declaration that there will be 
no increase in the price of hides was made in a press re- 
lease issued by Paul Porter, OPA head, September 6. 

“A number of tanners have reported to this office that 
hide sellers are refusing to ship unless the purchaser agrees 
to pay any increase in hide prices subsequently approved 
by the OPA,” Mr. Porter said. 

“I want to make clear that anyone who sells hides has 
absolutely no reason to try to protect himself against a 
possible price advance by this type of agreement. Not only 
are such deferred-payments arrangements useless, in view 
of our announced intention not to raise hide prices, but they 
are illegal. . . . The ceiling price set by OPA. for hides ade- 
Guately covers any cost of separating the hides and pro- 
vides a margin of profit in addition,” Mr. Porter said. 






















































ing — all are permanent. Times may change, markets 
may be subject co freakish influences, but Packard 
maintains standards of unquestioned excellence. 


FEATURE 















WITH PRIDE 











M. A. PACKARD COMPANY srOcCxTON, MASS. 








The future looks good . .. When the raw ma- 
terial shortage loosens up, we will again make 
all the AR TUBE Ribbon you need... 


IN THE MEANTIME 


We distribute ribbon of the finest manufacture. 
Perhaps we can fill your exact need. We may 
already have a floor stock of the exact width 
and color needed for your business. We can 
manufacture and dye according to your specifi- 
cations today. 

We represent three mills and a dye house now 
in operation. We can assure you of the finest 
possible manufacture. 





Let us know what you need. Our representative 
will call on you. 


THE ALLPEECE CORPORATION 


4059 Park Avenue e New York 57, N. Y. 














Smooth Surfaces, Bright Colors Predominate in New Shoe Store 


BELLEFONTE, PA.—The new Yeager's shoe store opened Wilbur H. Baney. This is the fourth location of the store 
here, recently, provides an attractive interior with smooth established by the late Harry C. Yeager in 1901. The ex- 
uncluttered surfaces and bright colors—jemon yellow and terior is modern, with clean, simple lines. Store name 
cobalt blue. Malcolm W. Yeager is manager, his assistant dominates the front, and ample display space is afforded. 
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The Shoe Store with EYE-APPEAL — inside and out— 
brings in more customers—increases your profits 









® Today, it’s the shoe store with the greatest attraction-power 
TURN FOOTSTEPS YOUR WAY that gets the most business, It’s the store with the strongest eye- 
appeal—inside and out—that has the jump on competition. 
That is why footwear merchants all over the country turn to 
BY MODERNIZING YOUR “Pittsburgh” for the kind of modern store personality that 
stops passers-by and invites them to enter. Store Fronts by 
“Pittsburgh” have that kind of magnetism, and Pittsburgh 
FRONT AND INTERIOR NOW! Interiors make it easy and pleasant for shoppers to buy. 

. Give your store extra drawing power—increase your sales 
and profits—by modernizing NOW-—inside and out—with Pitts- 
burgh Glass and Pittco Store Front Metal. Consult your archi- 
tect to assure a well-planned, economical design. Our staff will 
be glad to cooperate with you and with him. And, if you desire, 
convenient terms can be arranged through the Pittsburgh 
Time Payment Plan. 

Meanwhile, send this convenient coupon for your free copy 
of our recently published booklet containing data 
and shettapmii of many Pittsburgh Glass and 
Pittco Store Front Metal jobs. You'll find it a 
great help in your remodeling plans. 
































FOOTSTEPS DON’T pass you by 
when you modernize your front 
with Pittsburgh Glass and Pittco 
Store Front Metal. An attractive 
exterior, like this one of a shoe 
store in Houston, Texas, draws 
passers-by . . . induces them to 
enter. And a smart interior 
arrangement sells more merchan- 
dise — increases your profits. 
Architect: W. Emil Forman. 



















Pittsburgh Plate Glass Company 
2855-6 Grant Building, Pittsburgh 19, Pa. 


I'm interested in your new, illustrated brochure, “How Eye-Appeal 


Inside and Out—Increases Retail Sales.” Please send my FREE copy. 


| 
! 
| 
STORE FRONTS =| ates . 
AND INTERIORS = ,.000U bea 


2 ‘prrrseurGH’ stands for Duality Glass and Print 


TTSEBURGCH PLATE Gta 2 6 ae 








City adbiveonenoosunpriietaabhadents State 
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{Midland Shoe 


departments. 








The Acme Shoe Company 


1412 Washington Ave. 
St. Leuis, Missouri 
Company Affiliate) 


Now successfully operating leased women’s shoe 
departments throughout the Midwest, will give con- 
sideration to the leasing and operation of your 
Downstairs or Budget Women’s Shoe Department. 
The Acme Shoe Company is in position to give 
excellent supervision and to completely stock your 
department with quality sports, style and arch type 
shoes and slippers, including nationally advertised 
lines retailing to $6.95. Departments will be con- 
sidered with volume possibilities of $50,000 upward. 

Your inquiry will bring a prompt visit from our 
representative who will go over with you the 
possibilities for larger volume and increased reve- 
nue from your popular priced women’s shoe 


Your inquiry will be received in full confidence. 




















Veteran Manufacturer to 


Enter Retail Field 


PHOENIX, ArIz.—William Goldstein, 
who has celebrated 50 years in the shoe 
business, has announced the formation 
of William’s Shoes to operate the shoe 
department in the Towne Shop, high 
grade ladies’ apparel store here. The 
department, which will feature quality 
women’s and children’s shoes, is new 
to the Towne Shop which has not car- 
ried footwear up to this time. 

For 25 years Mr. Goldstein manufac- 
tured high grade women’s shoes in New 
York, being located at 127 Spring 
Street from 1930 to 1939. He was one 
of the first manufacturers to introduce 
reptiles and to employ silver and gold 
kid in mass production. He was also 
one of the first to utilize the Compo 
process. 

In 1942 Mr. Goldstein moved to 
Phoenix. He has been engaged in retail 
operations there and with the conces- 
sion in the Towne Shop is now going 
into business for himself. A son-in-law, 
Nathan Brown, will be associated with 
him in the new venture. 

For the past few weeks Mr. Gold- 
stein has been in the New York mar- 
ket, renewing acquaintances and re- 
establishing business contacts. 
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Kaplan Heads Jewish Appeal 


Boston, Mass.—Kivie Kaplan, officer 
of the Colonial Tanning Company, has 
accepted the captaincy of the Shoe and 
Leather Division in the 1946 Greater 
Boston Combined Jewish Appeal cam- 
paign, it was announced by General 
Chairman Herman Gilman. 

Mr. Kaplan will head a division 
which will bear the heaviest load of 
any trade team in the campaign, Mr. 
Gilman believes. But difficult as the 
assignment is, CJA leaders are confi- 
dent that under Mr. Kaplan’s direction 
the goal will be attained. Louis H. 
Salvage, prominent shoe manufacturer, 
who was general chairman for the pre- 
ceding two years and who now is serv- 
ing as National United Jewish Appeal 
Chairman of the Shoe and Leather In- 
dustry, stated that he was confident 
this division will once again be the pace 
setter in the Boston drive. 





Lease Shoe Department 


FRESNO, CaL.—Paul M. Seigel, presi- 
dent of the Reliable Company, here, has 
announced the acquisition of the men’s, 
women’s and children’s shoe department 
of Rosenberg’s of Santa Rosa, Cal. The 
Reliable Company leased this depart- 
ment as of Aug. 1. 








Neiman-Marcus Offers 
Fashion Awards 


DALLAS, TEx.—Climaxing one of the 
country’s largest and most elaborate 
fashion shows, Stanley Marcus pre- 
sented “the Oscars of the fashion indus- 





WILLIAM JOYCE 


try”—the Neiman-Marcus Awards—to 
eight national figures at the Dallas 
specialty store’s ninth Fall Fashion Ex- 
position, Monday night, September 2. 





FAIE JOYCE 


Plaques, hand-cut silver on ebony, in- 
scribed “For distinguished service in 
the field of fashion,” were presented to 
John M. Gates of Steuben Glass, Inc.; 
Adele Simpson; Harry I. Landon, pres- 
ident of the Mutation Mink Breeders 
Association; Mr. and Mrs. William H. 
Joyce; Mr. and Mrs. William D. 
Phelps; and Mrs. Howard Hawks. 

Bill Joyce and his wife, Faie, re- 
ceived an award for their sponsorship 
and development of the casual shoe. 
The platform sole was their offering. 

The second husband-and-wife award 
for 1946 went to Elizabeth and William 
D. Phelps, whose leather bags and belts 
ornamented with antique bric-a-brac 
have made the Phelps well-known in 
the handbag and belt industry. 
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HEAVY 


THE DOMINANT STYLE° FEATURE 
IN TODAY’S MEN’S SHOE STYLING 


























BARBOUR STOUT-EDGE WELTING 


PATENTED 


GRAIN SHOULDER BEVEL gives shoes custom-made effect at the seam. . . . 
FLEXIBILITY — so important — is secured on all heavy-edge styles without 
change of Lasts or Patterns ... without sacrificing length of wear — and 
with improved shape retention! 


BARBOUR WELTING COMPANY ~— Brockton 66, Massachusetts 


MORE STYLE PLUS WEAR so LITTLE 











Specializing in the designing and 
manufacture of Welting exclusively 





Stitchdown 
Goodyear Stout-Ed Dresswelt Rugged Edge 
Stormwelt Split-Reverse Snowflake Silhouwelt 







All Barbour Specialty Weltings are patented 












feature 
e orthopedic lasts 


e wedged Thomas heels 
e L &R spring steel shanks 
e long inside counters 
e L & R quarter patterns 






No. 845 
Tan & Brown 
Orthopedic 
Saddle 
124-3, ABCD 


SHOE MANUFACTURING CO. 


MILWAUKEE 
GOODYEAR WELTS EXCLUSIVELY 





chil Life 


NATIONALLY ADVERTISED 






00 


PLUS 








Smart Styling No. A200 CUSTOMER CHAIR... Selected 
beechwood. Graceful orms...securely bolted. 

Patented “no-sag” spring construction. Blonde 

wood finish. Choice of red, green or dark blue. 

CHILD LIFE “Textileather” upholstery . . . $11.50 each. 
No. A501 FITTING STOOL... Matches 

SHOES chair, Rubber covered footrest. Blonde wood 

with choice of red, green or dark blue 

Really “Textileather” upholstery . . . . $7.95 each. 
Worth No. N87 FITTING MIRROR... Matches 
Selling chair. Has large 12°x18" crystal clear mirror. 


Finished wood back 


10, WISCONSIN 









Immediate 
DELIVERY 





$7.25 each. 


KORRECT-WAY Displays 
DIVISION OF AMERICAN FIXTURE & MFG. CO. 
2300 LOCUST « 


DISTRIBUTORS 


MO. 
CITIES 


ST. LOUIS 3, 


IN ALL PRINCIPAL 





Suspend Some Leathers 
From Price Controls 


WASHINGTON—A number of luxury 
leathers have been suspended from 
price control, the Office of Price Ad- 
ministration said recently. Of the 14 
leathers suspended, reptile, antelope 
and deer and peccary are probably the 
most important. Jack and China buck, 
a type of deer leather used in the pro- 
duction of shoes, remain under control. 
Reptile leathers — particularly snake, 
lizard and the previously suspended al- 
ligator and crocodile—go chiefly into 
shoes and handbags. Doeskin gloves are 
the main product of deer and antelope 
leathers. Peccary, a highly regarded 
imported pigskin, is chiefly used for 
gloves and luggage. 

Other leathers suspended are: badger, 
beaver, camel, zebra and ostrich, dog, 
gazelle, carpincho and viscacha, two 
South American imported glove leath- 
ers, which come from small animals re- 
sembling chinchillas, and aquatic leath- 
ers, such as sharkskin and pin seal. 
Most of the products made from these 
leathers belong in the luxury class and 
find a potential market among only a 
small group of consumers. Prices run 
high on most of these goods because 
supplies of the leather are limited and 
they are highly prized. All told, out- 
put of the suspended leathers repre- 
sents only a small part of total leather 
production. Reptile and deer leathers, 
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for example, each average about 2,000,- 
000 square feet a year. Aquatic leath- 
ers amount to about 800,000 square feet 
a year; badger and some of the other 
“novelty” skins presently being tanned 
because of the shortage of other leath- 
ers amount to less than 25,000 square 
feet. 

The suspension applies to raw stocks 
and leather products, including shoe 
uppers, in which 90 per cent of the 
outer surface is one of the leathers 
named. Not affected are trim, or arti- 
cles, such as shoes, handbags or lug- 
gage, made from scraps of the leather 
four inches square or less sewed to- 
gether with a zigzag or other stitch. 
These articles are low-cost items, and 
it is. desirable to keep their prices at 
check. 


Hide Worth 10 Per Cent of 
Cattle Cost, NSMA Says 


New York — Because of widespread 
dissatisfaction throughout the industry 
over government ceilings on hides, the 
National Shoe Manufacturers Associa- 
tion was asked by its members to ana- 
lyze the normal relationship between 
hide and livestock prices. A statement 
released by the association explained 
that a normal relationship between 
prices of hides and prices of livestock 
does not exist but, generally speaking, 
over many years the value of the hide 





has represented about 10 per cent of the 
average cost of cattle. 

“The average weight of cattle reach- 
ing the market is slightly less than 1000 
pounds,” the association said, “and hides 
average slightly less than 50 pounds. 
Therefore, as a general rule, when the 
average packing house cost of cattle is 
$50 per head, hides will be about $.10 
per pound. When the average cost of 
cattle is $50, however, the market price 
of top-grade cattle will be substantially 
higher and frequently hides will sell for 
the same price per pound as top-grade 
cattle. 

“According to this rule, a $.20 top 
price for livestock would appear to justi- 
fy a $.20 price for hides. Too much 
significance should not be. attached to 
these long term relationships, however, 
since hides are by-products in the truest 
meaning of the term. Persons in the 
trade regard the normal price of packer 
hides as somewhere between $.12 and 
$.12%, barring extreme fluctuation. 
Light native cows at Chicago from 1900 
have averaged arithmetically about $.15 
per pound. 

“On today’s market, even though top- 
grade cattle are selling at $.20, the aver- 
age price per head for all grades is prob- 
ably not more than $100. The average 
hide taken off is worth approximately 
$7.50 and instead of a by-product credit 
of 10 per cent, the hide now shows ap- 
proximately 7% per cent against the 
total cost of the animal.” 
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Elaborate Plans for 


Los ANGELES, CaL.—Having an- 
nounced a convention and shoe showing 
to be held here Nov. 25, 26 and 27, the 
West Coast Shoe Travelers Associates 





HARRY J. EVANS 


elaborated plans for that affair at a 
recent meeting conducted by Carl 0. 
Johnson, president, and at the same 
time gave unanimous endorsement to 
past president Harry J. Evans, for the 
presidency of the National Shoe Trav- 
elers Association. 

Frank G. Foster, chairman of the 
Style Show, and Emil Goldman, co- 
chairman, announced the committee’s 
intention of making this affair second 
only to the October Chicago show. 
“This will be a non-profit making con- 
vention,” Mr. Foster said, “with all 
money over and above actual expenses 
going to the entertainment pool. Some 
200 rooms have been reserved at the 
Hotel Alexandria with more available. 
At the present time some hundred sam- 
ple room reservations have been checked 
in, so the success of the show is as- 
sured at this early date.” 

There will be an elaborate floor show 
at the time of the Wednesday evening 
banquet, at which time there will be no 
speeches. Only members of the W.C.S.- 
T.A. and the N.S.T.A. will be permitted 
to exhibit. Indications point to a com- 
plete sellout of sample rooms by the 
middle of October. Many important men 
connected with the shoe industry will 
be present. E. B. Terhune, president of 
Boor AND SHOE RECORDER is scheduled 
to be the Tuesday luncheon speaker. 

Miss Mila Warn is in complete charge 
of the Style Show, a feature of the Mon- 
day luncheon. Miss Warn was assis- 
tant to Miss Verne Clark in doing pub- 
licity and shows for I. Miller and has 


[TURN TO PAGE 154, PLEASE] 
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West Coast Show | 













acquaint you with the benefits of 


your MATRIX franchise 


Your “Footprint in Leather’’ means 





A Shoe That Sells 
By Feel, Too! 






Customers like Matrix good looks—and they go for 
Matrix sturdy long wear.. 
But here's how to make your customer buy confidently. 
Let him slip his hand inside a Matrix shoe, and feel his 
footprint in leather—the molded contour of the sole of 
his foot. Point out the difference from flat innersole shoes 
—so boardlike inside. Your footprint in leather is the 
unique, self-selling Matrix feature 



















that proves Matrix is a more 
comfortable shoe, from first step 
to last. 
Smart outside—smarter inside! 
That's the proved-on-the-spot 
story that eliminates the custom- 
er's doubts, saves your time—and 
clinches every Matrix sale! 


 WATHN SUES 


Made by the House of Heywood in Worcester, Mass., since 1864 
Western Representative: Porter T. Jones, 504 Haas Bidg., 7th & Broadway, Los Angeles 
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QUINTONE 


PASTE DISPENSER 
It Sells As They SEE It! 


Learn how you can own this handsome bleached 
wood dispenser and pay for its cost with your 
first order of QUINTONE Polish! Holds 7 doz. 
in minimum counter space... and how it sells! 


Write today, for details. 


QUINTONE 


AMERICA’S FINEST SHOE POLISH 


K. J. QUINN & CO., INC... . Quality Leather Finishes 
Since 1880... 80 Batterymarch St., Boston, Massachusetts. 


SHOES AND BAGS DYED BY | 


The 


PASS FOR FACTORY JOBS! . 
148 Standard Colors, Plus Expert Matching 
Leathers, Suedes, Satins, etc. 


Leading retailers, shoe chains, specialty 
re-dye and sell profitably, thanks to my 
Careful attention details: no tell-tale 
no brush marks. Leather takes high shine. Suede retains splendid nap, 
Compares favorably with factory 


Dye your summer whites. 
dyed darker than original color; lighter; two-tone and multi-color. 


Prices Low. Send Sample Pair For Estimate, 


The 


155 W. 83 St, Dept. 1, New York City 24 


Gilbert SS, ystem 


shops (names on request) now 
method of deeper penetration, 
splotches; color-fast; air-spra 


nish! 
Why sell at a loss or carry over stock? Shoes 


Gilbert System 


SChuyler 4-683) 




















HANDY PRICE STICKERS for 


100 to a perforated sheet; width 
to fit your typewriter 
Book of 1452 ze 


markers will 
mark 726 psirs. 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S$. State St., Chicago, Ill. 


SHOES and CARTONS 





STOCK NO, 


300 


12 sheets 
gummed and per- 
forated to a book. 

1452 
Price Markers 





CEILING PRICE 
$4.50 
OUR PRICE 


$4.50 


Actual size 





2 books: $3.50 
Check, M.O., er C.0.D. 




















Retail Increase on Shoes of Kid and Goat 





Increase of 4 to 5 Per Cent Granted Retailers in Line with Recent 
Pass-Through Increase Given Manufacturers 


WASHINGTON, D. C.—Retail prices of 
shoes made of kid and goat leather— 
which account for about 10 per cent of 
total shoe production—are slated to go 
up around four or five per cent as the 
result of increases approved for manu- 
facturers to cover the higher costs of 
kid and goat leathers, the Office of Price 
Administration announced early this 
month. 

The manufacturers’ increases, which 
went into effect Sept. 3, 1946, allow a 
pass-through of the recent 30 per cent 
advance in prices of kid and goat 
leathers made in this country from im- 
ported raw skins. Since the termina- 
tion of international price agreements 
importers have had to pay higher prices 
for raw skins. OPA granted this in- 
crease to take these higher prices into 
account. An earlier increase of 10 per 
cent in these leathers is already re- 
flected in shoe prices. 

The new shoe price increases are 
measured by the amount of kid and 
goat leather contained in the shoe. They 
vary, for example, as between shoes 
with all-kid leather uppers and those 
with only a kid lining. To give an idea 
of the probable retail effect, OPA cited 
these typical examples: 


1. Men’s all-kid or all-goat shoes now 
selling at retail for around $5.95 will 
go up approximately 30 cents. The 
manufacturers’ increase is from $3.60 
to $3.80, an increase of five per cent. 
Generally, the same percentage will be 
carried through on the retail price. 

2. Womens kid dress shoes, either 
glazed or suede, in the same price range 
will go up around 21 cents for a closed 
toe model, 10 to 12 cents for a sandal- 
type shoe. A shoe selling at the manu- 
facturers’ level for $3.50 will now be 
$3.63, a rise of about four per cent. 
The increase is less than on men’s shoes 
because the leather content is less. 

3. For shoes containing only a small 
amount of kid leather, in the form of a 
lining, partial lining, or trim, the in- 
crease may run anywhere from a penny 
up to about seven cents on a pair of 
shoes. 

OPA pointed out, however, that the 
retail price for a certain shoe will vary 
according to the type of retail outlet 
and whether it buys direct from the 
manufacturer or through a wholesaler. 

In addition to the increase on kid- 
leather shoes, the action also brings 
under coverage of the regulation shoes 
made with non-marking synthetic rub- 


ber soles and heels and authorizes an 
increase of approximately seven cents 
a pair over their old prices. A women’s 
sport oxford with non-marking sole, for 
example, would increase from $3.50 to 
$3.57 a pair, or about two per cent. 

These shoes, OPA explained, are 
actually base period shoes except for 
the soles and heels, which were a war- 
necessitated innovation. Early in the 
war, when rubber became hard to get, 
manufacturers were forced to utilize as 
a substitute an inferior composition, 
which left marks on the floor. Later a 
non-marking synthetic rubber was per- 
fected, at a slightly higher cost. Manu- 
facturers received an adjusted price to 
cover this additional cost but the revi- 
sion took them out of the class of “base 
period shoes” which are the only ones 
that qualify for price adjustments un- 
der the new shoe regulation. The new 
measure brings them under full cover- 
age of this regulation. 

Spread over total shoe production of 
all types of footwear, the increase will 
raise the country’s total shoe bill, on the 
average, by about one per cent, OPA 
said. 


How Manufacturers Figure 
Their Price 
The method of adjusting the new 
prices for shoes containing kid or goat 
leather is a formula which permits the 
manufacturer to add to his adjusted 
price a specified percentage of the cost 
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ITS INVISIBLE... 


even in 
sling-type shoes! 


@ Forms fit either shoe. 
No problem of lefts or 
rights. 

@ Heel strap is held 
firmly in place. 

@ Easy to insert, and 
nothing to dust. 


Immediate delivery! 


$1.25 PER PAIR 








LEATHER MULE 











(Order in quantity 
and save.) 


Sample on Approval 
The Most Complete Line of Plastic Shoe Fixtures 


Representatives in Principal Cities 


ROGER KENT COMPANY 


11 N. Seventh St a 





*Trade Mark Registered 


Plastics 





ANOTHER ‘‘MUST''... 


GERDA'S 


MEN'S KID LEATHER SLIPPERS 
TO MAKE YOUR PROFITS SOAR 





Ne. 310 — MEN'S KID 


Brown (Wine and Blue 


a GtRDA 


Ne. 311 — MEN'S KID 
LEATHER OPERA 
Brown (Red and Blue evall- 
able in Sept.). Leather 

Seles. Sizes: 6- tI. 


$2.95 





TERMS: Net 10 days F. O. 8. New 
York. Minimum Order 18 pairs. 


SEPTEMBER—OCTOBER DELIVERY 


Footwear 
COMPANY, INC. 


IMPORTERS © EXPORTERS 
158 DUANE ST., NEW YORK 13, N. Y. 











of the kid or goat leather in the shoes. 
This percentage figure is adequate to 
reflect a complete pass-through of the 
legal increase in cost which the manu- 
facturer has incurred for that particu- 
lar item of footwear. ; 

The increase factors, OPA explained, 
represent a complete pass-through of 
recent increases now in effect specifi- 
cally for goat and kid leather, but they 
do not reflect the 4% per cent industry- 
wide increase for all leather granted 
June 6, 1946. Moreover, to avoid pyra- 
miding, these factors are adjusted to 
compensate for the 4% per cent indus- 
try-wide shoe increase allowed last 
January. These increases were already 
figured in once in establishing the cur- 
rent price of the shoes. 

Shoe companies are permitted to re- 
sume their established practice of 
across-the-board pricing for shoes that 
contain kid or goat leather. This prac- 
tice, which was prevented by the origi- 
nal order, consists of selling at a single 
price a line of footwear rather than at 
different prices for each individual 
style. The present action permits a 
manufacturer who has a line of foot- 
wear to determine a separate across- 
the-board price for the shoes that con- 
tain kid or goat leather; the price for 
the remainder of the line remains un- 
changed. 

Manufacturers are required to report 
to their OPA district office any new 
price they establish for footwear and 
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the figuring they use to arrive at their 
new price. After the first report, sub- 
sequent adjustments made because of 
changes in kid and goat leather costs 
need not be reported, however. 





Attendance Light at Chicago 
September Show 


CuicaGco, ILL.—Although the Chicago 
Shoe Travelers Association at their 
regular monthly show on September 3 
and 4 at the Morrison Hotel has its full 
complement of exhibitors, attendance 
was light, probably due to the fact that 
bad news travels fast and the bad news 
was that most houses had but little to 
offer buyers. 

Some salesmen had only a few cases 
of shoes to sell, some had only a few 
dozen per established customer, and 
some had none. The bitter fact was 
that any shoes made of leather are hard 
to come by. One or two houses included 
a model or two of all-leather, but obvi- 
ously, in order to get even a limited 
number of these, the buyer was obliged 
to include an order of fabric shoes. 

Some fashionable gabardines were to 
be found, well made, smartly styled, 
many set upon high platforms of faille. 
in pump and in sandal types. But even 
though buyers admired them, their mer- 
chandise eye was primarily peeled for 
leather. 

Since the first bottle neck starts with 
the basic fundamental of hide scarcities, 





many of the shoe men in attendance do 
not anticipate even an approach to nor- 
mal supplies until mid-1947. Thus dur- 
ing the past months, and apparently for 
a few months to come, these Shoe Trav- 
elers shows are mainly a public rela- 
tions gesture, the salesmen keeping in 
touch with and on good terms with cus- 
tomers, maintaining a friendly relation- 
ship upon which his orders of the future 
will be written. 





To Investigate German 
Shoe Machinery 


WASHINGTON — German shoe manu- 
facturing machinery will be studied by 
an American investigator who left for 
Germany last month, the Office of Tech- 
nical Services, Department of Com- 
merce, has announced. He will search 
for processes and devices of interest to 
American industry under the direction 
of OTS’ Technical Industrial Intelli- 
gence Division. His report will be 
made public by OTS. 

Herman Schwabe, president of Her- 
man Schwabe, Inc., New York City, 
will survey the German shoe machinery 
industry. His report will cover the 
major recent developments, including 
details of special machinery and equip- 
ment. 

A total of 14 TIID investigators are 
now studying the German textile and 
shoe industries. 
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WORK SHOES 
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Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 








ge by 











Union Made 
GOODWILL SHOE COMPANY 
Holliston, Massachusetts 








They’re available again in almost 
unlimited quantities. They'll seit 
for 75 cents per pair pouch in- 


cluded. Colors: black and brown. 
Sizes: small, medium and _ large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 
THE RUBBER COMPANY 


MASSILLON, OHIO 








MEN'S err RUBBERS 
Slog s20ee gt, terme 2,16 

ateoledn cnn’ 
In Write or wire. 





















FOOT SOCKS 








“LYCO” seamless ote inte » snug 
Sates heel, ~ A Fo shade onl - 


yA ayom ..... = S per dozen pair 
Pay yp aie = 
Easel in dozen bexes...sizes 84 to 11. 














Trade Literature 





Success Opportunities 
In Small Shoe Stores 


The retail shoe trade has grown up 
from the peddler’s pack to the smart 
sales salon but the business still offers 
opportunities for owners of small 
stores experienced in modern footwear 
merchandising methods, according to 
a booklet just issued by the Depart- 
ment of Commerce. 

The modern shoe store must meet 
the demand for a variety of lasts and 
a large number of widths in contrast 
to the one or two lasts and relatively 
few widths formerly required, accord- 
ing to the booklet “Establishing and 
Operating a Retail Shoe Store.” 

Because of this change in consumer 
demand the owner of a small shoe 
store runs the risk of losses through 
inventory overstocking. 

Shoes are high-fashion merchandise 
which can not be carried over from 





season to season as in past years, the | 


booklet points out. 

Most chains and many independent 
stores have learned this and are now 
specializing in complete sizes and a 
smaller number of styles in order to 


reduce inventories and minimize losses 


from overstocking. 

Some retailers are confining thei 
business to a limited price range and 
cthers are specializing in the sale of 
men’s, women’s or children’s shoes to 
reduce the amount of inventory carried 
and to increase the opportunity for 
sales and profits. 

The booklet, designed as a practical 


guide for persons interested in open- | 


ing a small shoe store, including re- 
turned veterans, recommends that the 
prospective owner should plan to con- 


fine sales either to style or conserva- | 


tive footwear. 

Among the management phases of 
the business discussed in the booklet 
are: personal and financial require- 
ments; store location, building and im- 
provements; layout and fixtures; buy- 
ing, controlling and receiving merchan- 
dise; style and price control; selling 
and salespeople; sales promotion; and 
merchandise display. 

Copies of the booklet “Establishing 
and Operating a Retail Shoe Store, 
Industrial (Small Business) Series No. 
34,” may be obtained from the Super- 
intendent of Documents, Government 
Printing Office, Washington 25, D. C., 
or any field service office of the Com- 
merce Department, for 35 cents a copy. 





New Store Features 
Children’s Shoes 


Worcester, MAass.—Marcus is a new 
children’s shoe shop opened at 379-383 
Main St., here. The shop specializes 


in baby shoes sizes 2 to 6 and children’s 
shoes 6% up. 
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EVENING SLIPPERS 
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HOSTESS—EVENING SLIPPERS 


Tinsel Braid —Chrome Leather Sole 
Elastic Sling e 
Back 
Immediate 
Delivery 


$3.08 







Colors: Gold, Gold Multi, Silver, Silver 
Multi, Black, Red, Blue with Gold 
Black with Silver 
a Order 18 prs. of a color 


Color Choice 
Sizes. 4-9, Full —_ Only 
Medium WI 


J. & S. SHOE CO., INC. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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MEN'S SLIPPERS 
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Men's Kid Vamp Opera Slippers 


IMMEDIATE DELIVERY 


$7.60 


per palr 









Padded Cuome Leather Soles, Tamed Heels 


ROWN Sizes: 
ag LT ahaa 9S $1.55 
36 pr. cases. Min. Order 18 prs. of style. 
ALLIED FOOTWEAR CO. 


154 Duane Street New York 13, N. Y. 
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FOOT APPLIANCES 


SE Fe 6 ee 


RUBBER MET PADS 
$4.80 per gross prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 
4126 Perlita Ave., Los Angeles 26, Calif. 

















Boot and Shoe Recorder 





























1211 STEVENS BLDG. 
17 N. STATE ST. 





“FOOT RELIEF GUARANTEED 


OR YOUR MONEY BACK” 


KEEP ABREAST OF THE TIMES 


WITH 


Vex Vi “SOLE 


ARCH RESTORERS 
TRADE MARK 


THE MOST SENSATIONAL ADVANCEMENT 
IN FOOT COMFORT APPLIANCES 

IN 35 YEARS 
VELVA-SOLE PRODUCTS COMPANY 


NATIONAL DISTRIBUTORS 


CHICAGO 2, ILL. 





PAT. PENDING U.S.A. 











Veterans Return 


To Rubber Industry 


New York — Approximately 66,000 
veterans of World War II are holding 
jobs in the rubber manufacturing in- 
dustry a year after the war’s end. 
Success of the industry’s program for 
employment of veterans was indicated 
recently in a statement by the Rubber 
Manufacturers Association summing 
up the progress of the industry up to 
the first anniversary of V-J Day in 
reconverting to peacetime production. 

A. L. Viles, president of the associa- 
tion pointed out that rubber manufac- 
turers employ approximately 300,000 
persons in the United States. A sam- 
ple survey reflecting employment among 
principal manufacturers shows that the 
industry to date has hired an estimated 
90,000 veterans, or 30 per cent of its 
total payroll. Approximately 32,000 were 
reemployed, returning to their old jobs 
upon their discharge from the service. 
The remaining 58,000 were new em- 
ployees. 

By a year after the war’s end, sepa- 
rations had cut the total employment 
of veterans to its present number, 66,- 
000, or about 22 per cent of the total 
payroll. All manufacturing industries, 
durable and non-durable, are shown in 
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thé latest report of the Bureau of Labor 
Statistics to have employed 17.2 per 
cent veterans. The same BLS report 
shows separations averaging 7.1 per 
100 veteran employees a month for all 
manufacturing as against 6.1 per 100 
monthly for the rubber manufacturing 
industry. 





Floor Plan Issued 
for Middle Atlantic Show 


PHILADELPHIA — First official an- 
nouncement of the 33rd annual conven- 
tion and shoe mart of the Middle At- 
lantic Shoe Retailers’ Association, to be 
held January 19, 20 and 21, 1947, at the 
Benjamin Franklin Hotel, in Philadel- 
phit, was mailed to exhibitors August 
31, by Cal J. Mensch, secretary, from 
his office at 1429 Sheffield Street, Pitts- 
burgh. 

Accompanying the announcement is a 
plan of the third and fourth floors of 
the hotel and a statement by President 
Franklin E. Zusi, of Irvington, N. J., 
general chairman, explaining that ex- 
hibitors who showed at the 1946 show 
will have from September 1 to Septem- 
ber 16th make first reservations and 
room selections. Preference may be 
expressed for a room occupied by the 
same firm at the 19438 show, held at the 
Benjamin Franklin Hotel. M.A.S.R.A. 
exhibitors who displayed at the 1945 


and previous shows will have from 
September 16 to October 1 to make 
their reservations. Information for ex- 
hibitors and application forms are also 
included. 

In addition to General Chairman 
Zusi, the Convention Management Com- 
mittee consists of the following: Repre- 
senting the Manufacturers: Reuben 
Gordon, Chairman, Philadelphia; H. E. 
Snayberger, Schuylkill Haven, Pa.; 
Jack Sandler, Boston; D. H. Kreider, 
Palmyra, Pa.; Ray F. Bender, Denver, 
Pa. Representing the Wholesalers: Jer- 
eme Lutzky, Chairman, Philadelphia; 
Elkan Ries, Baltimore; Dave Hunn, 
Philadelphia; Morris Freedman, Phila- 
delphia; M. J. Saks, New York City; 
Lester Pincus, New York City; S..J. 
Maistrosky, Boston. Representing the 
Travelers: I. Frank Oberfield, Chair- 
man, Philadelphia; Paul S. Lippincoit, 
Jr., Philadelphia; Sidney Horowitz, 
Philadelphia; Barney Kimless, New 
York City; Herman C. Johnson, Clarks 
Summit, Pa. Representing the Retail- 
ers: Franklin E. Zusi, Gen. Chairman, 
Irvington, N. J., and the M.A.S.R.A. offi- 
cers and directors 


Foot Clinic Moved 


SEATTLE, WasH.— Dr. Hiss’ Foot 
Clinic is being moved from its location 
on the balcony of the Rhodes Depart- 
ment Store to the top floor. 
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BOOTS 
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16" HIGH-TOP OILED 
LEATHER BOOTS 


© Black waterproof uppers 
© Leather Soles & Heels 
@ Leather Gussets 

@ Sizes 82 to 13, C to EE 
© Minimum order 12 pair 


$50 







pair 
Plus incoming freight & 
ing as allowed 


by OPA 


ARNOFF SHOE CO.,INC., 101 Duane $¢.,.m.7.C 


WORK SHOES 


eid 


ALL LEATHER 
“HUNTER SIX” 


WORK SHOES 








Goodyear Welt Construction 

Heavy grain leather innersole 
“Pancord” no-mark outersole 

Leather counter—Stock bellows tongue 
Leather heelpocket and top facing 
Plump black prime elk uppers 
Reinforced at all points of wear 





Same in natural 


waterproof up- 
pers £8848 $3.80 


Same in natural waterproof work oxford 
#0049 $3.65 


The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Honest-made since 1890 











Buy Savings Bonds 
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New Men’s Shoe Store Modern in Design 








The interior of the McCullough store features a center column, mirrored doors 
and a bronze mirror on the South wall above wainscoting. Note the attractive 


accessory bar at the left. 


GRAND Rapips, Micu.—J. H. McCul- 
lough, manager and part owner of the 
downtown Florsheim shoe store, has 
opened his own store featuring Nunn- 
Bush shoes. 





Exterior of the new store. The door 
is Herculite glass fitted in metal. An 
aluminum awning will protect shoes on 
display from the sun. 





McCullough’s is the most modern 
shoe store, either men’s or women’s, in 
Grand Rapids. Because of building dif- 
ficulties, Mr. McCullough has had an 
uphill job all the way in trying to 
complete the store. Even though he 
has been open for business for some 
time, the front has just been completed 
and the interior is still in the throes of 
finishing. 

The front, dramatic in appearance, 
is of black industrial glass with raised 
wood lettering. The door is of Hercu- 
lite, a clear, glasslike plastic, with lu- 
cite fixtures. The awning will be all 
aluminum, one of the first in the city. 

The interior of the store is of mir- 
rors and walnut. Closet doors will be 
clear mirrors, columns will be of plexi- 
glass, the South wall above the wain- 
scoting will be a bronze mirror, wain- 
scoting is all of genuine walnut and all 
shelves are of genuine walnut. 

A carrier air-conditioning unit cools 
the store in Summer and consumer’s 
heat warms and washes the air in the 
shop in Winter. 





Frederick & Nelson 
Open Suburban Branch 


SEATTLE, WASH.—Marking Seattle’s 
first step-off of a major department 
store into the suburban field, Frederick 
& Nelson recently opened its newly con- 
structed Bellevue branch across the 
lake from Seattle. The new branch is 
stocked with footwear for the family, 
as well as apparel and other types of 
merchandise. 

The Bellevue branch occupies a block- 
jong building, Three sides are made of 
plate glass, and “open vision” window 
display platforms without fixed back- 
grounds afford passersby an unre- 
stricted view of the entire store. An 
adjoining wing will be added later. 


Price Control Suspended . 
On Shoe Polish 


WASHINGTON—Suspension from price 
control of certain types of polishes, in- 
cluding shoe polish, was announced re- 
cently by the Office of Price Adminis- 
tration. The suspension applies also to 
other products containing three per 
cent or more of one or more of the im- 
ported vegetable waxes, carnauba, ouri- 
cury or candelilla wax. 





Department Moved 


SEATTLE, WASH.—The “Young Set 
Shoe Shop” of the Bon Marche has been 
considerably expanded and re-located 
in one corner of the second floor. 


Boot and Shoe Recorder 
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DAVE JACKSON 


2533 WEST LIBERTY AVE., PITTSBURGH 2, PA. 











BACK T0 SCHOOL’ 


Rugged Wearing Children’s 
and Grown Girl's Oxfords 


82 to 12—$1.75 


Brown—Moccasin Toes 


1242 to 3—$1.90 
Brown—Moccasin Toes 


4 to 9—$2.10 


Brown—Moccasin 
Dutch 


IN STOCK (or immepiate vevivery 


Terms: Net-30 days F.O.8. Phila.—Minimum 18 Pairs each size run. 


CHECK THESE REASONS FOR ORDERING TODAY 


V EXCEPTIONALLY PRICED FOR VOLUME OUTLETS 
V SMOOTH UPPER LEATHERS 

V NON-MARKING HEAVY RUBBER SOLES & HEELS 
V DURABLE McKAY CONSTRUCTION 


HILL 


a = << sau oamum ool 















shoe 70 N. 4th St. 
co. Phila. 6, Pa. | 





Final Plans Approved 
For Boston Show 


Boston, Mass.—Final plans for the 
Boston Shoe Show, which will be held 
in Boston October 21-24, were approved 
by the Show Committee, according to 
Chairman T. Kenyon Holly, of the 
Holly Shoe Company, Littleton, N. H. 

“This show,” he said, “is primarily 
for manufacturers servicing the volume 
shoe trades—mail order and chain store 
companies, large department stores and 
wholesalers. It is sponsored by the 
New England Shoe and Leather Asso- 
ciation, which promoted the highly suc- 
cessful Victory Shoe Market in Novem- 
ber, 1945 and the New England Shoe 
Market last April. 

“Plans for this Boston Shoe Show 
call for exhibits by shoe manufacturers 
at the Statler Hotel, Copley-Plaza and 
Parker House, with men’s shoe lines 
concentrated at the Statler Hotel. 
Leading companies in the allied trades, 
including shoe machinery, rubber and 
plastic materials, shoe fabrics, etc., will 
exhibit their new products at the Hotel 
Statler, on the mezzanine floor. New 
England shoe manufacturers with sales 
offices located in Boston’s famous shoe 
section will again be asked to show 
their lines in their sales offices, so that 
all available hotel display rooms can be 
assigned to other manufacturers, par- 
ticularly those located in New York, 
Pennsylvania and Western shoe centers. 
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“*Boston Means Business’ will be the 
theme of this first official association— 
sponsored show. No banquets or fash- 
ion revues will be held during show 
week. Adequate hotel sleeping room 
accommodations are assured all visiting 
shoe buyers.” 

Members of the association’s New 
England Shoe Market Committee, in 
addition to Mr. Holly, are: Stuart H. 
Armstrong, Wiley - Bickford - Sweet 
Corp., Worcester; A. W. Berkowitz, 
Borque Shoe Co., Raymond, N. H.; 
Mark Edison, International Fabric 
Corp., Boston; Jack Sandler, A. Sand- 
ler Co., Boston; Samuel L. Slosberg, 
Green Shoe Mfg. Co., Boston; Ben- 
jamin Stone, Stone-Tarlow Co., Inc., 
Brockton; George A. Dempsey, Farm- 
ington Shoe Mfg. Co., Dover, N. H.; 
James Molloy, Salvage-Molloy Shoe Co., 
Manchester, N. H.; N. P. Lyons, Saco- 
Moc Shoe Corp., Portland, Maine; Hen- 
ry Stillman, H. C. Stillman Shoe Co., 
Lawrence; Myer Saxe, Kesslen Shoe 
Co., Kennebunk, Maine; and Secretary- 
manager—Maxwell Field, executive 
vice-president of the association. 


Base Prices on Delivery 
Date Ceilings 


WASHINGTON — Manufacturers, con- 
verters and wholesalers selling prod- 
ucts, priced on a cost-plus basis, which 
were made from materials bought dur- 
ing the period of no price control may 





now base their prices on the ceiling 
prices of the basic goods at the time of 
delivery of the finished product, instead 
of the date of sale, the Office of Price 
Administration announced recently. 
Originally, it was provided that, in 
pricing finished products, on a cost-plus 
basis, the cost of parts and services in- 
curred from July 1 through July 26 be 
determined either (a) by the supplier’s 
last ceiling before July 1, (b) by new 
ceilings established before Aug. 15, 
1946, and in effect at the time of sale 
er (c) his actual cost, if lower than 
either. The present amendment there- 
fore states that manufacturers, con- 
verters and wholesalers, in pricing the 
finished product, shall base their price 
on their actual costs, but in no event on 
a figure higher than the supplier’s ceil- 
ing to them before July 1 or the lower 
of either their actual cost or the ceiling ° 
price of the goods established prior to 
Aug. 15, and in effect at or before the 
date of sale or the time of delivery. 



























Indiana Shoe Sales 
Up 37 Per Cent 


BLOOMINGTON, IND.—The independent 
shoe stores in Indiana made a 87 per 
cent increase in retail sales during 
June 1946 over the total during June 
1945, according to Indiana Business 
Review, published by Indiana. Univer- 
sity. June 1946 sales were 6 per cent 
more than the May 1946 total. 
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CHILDREN'S SLIPPERS 


6, OFF EE Fe OP CF 


CHILDREN'S HEAVY FELT ZIPPER BOOTEE 
Real Platforms—Matching Collars 
IN STOCK 


Sizes 3to 6 90¢ 
7to3 %5¢ 


Net 10 days 
F.O.B. N. Y. 


No. 931 
Blue and Red. 36 pr. of color and size to case. 
See Us Room 941—Hotel New Yorker Show 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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GIRLS’ SHOES 
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GIRLS’ LEISURE SHOES 
Smooth Leather Uppers © Durable Non-Marking 
Brown Rubber Soles 
Immediate 
Delivery 


$2.65 


F.O.B. N.Y. 
Net 10 Days 
BROWN—Sizes: 4 to 9 
Packed 36 prs. to a case 
Also Available in Brown Moccasin Oxford 
See Us Room 941— Hotel New Yorker Show 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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CHILDREN'S SLIPPERS 


(PA 6 


Full Grain Leather Uppers — Flexible Oak 
Soles — Plaid Linings 
IN STOCK, 
AT ONCE DELIVERY 


$] -50 


Net 10 days 
F.O.8. N. Y. 
Blue with Blue Collar. 
Brown with Brown Collar. Sizes: 6-8, 8/2-11, 11'/2-2. 
Red with Blue Collar. Sizes: 6-8, 8/2-I1. 
36 pr. of size run and color to case 
See Us Room 941—Hotel New Yorker Show 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 


Buy Savings Bonds 

















About Shoe People 





Roy Reid, who traveled the West 
Coast with the Holland-Racine line, is 
now covering Tennessee, Mississippi, 
Alabama, Florida and the Carolinas for 
the Arch Preserver division of the Selby 
Shoe Co. He will have headquarters in 
Atlanta, Ga. 


oa * 


Through the efforts of R. D. Jackson, 
president and general manager of The 
G. Edwin Smith Shoe Co., Columbus, 
O., the story of the threatened leather 
crisis resulting from the revival of 
OPA controls on hides and leather, was 
carried on AP and UP wires to news- 
papers in cities all over the country. 
The story told how shoe plants were 
faced with shutdowns because of lack 
of finished leather, and quoted Mr. Jack- 
son as saying that nearly 4,000 shoe 
workers would be unemployed in Co- 
lumbus unless relief was forthcoming. 


oo * * 


E, J. Dashofy, manager of the shoe 
department of P. A. Meyer & Sons, 
Erie, Pa., captain of the bowling team 
at the store,*led them, last season, to a 
successful championship in the Mer- 
chants’ League. He is hopeful of win- 
ning the championship for three con- 
secutive years, so that the trophy will 
become the permanent property of the 


store. 
* a” / 


Arthur D. LeVasseul and Mrs. Agnes 
Haselton are the owners and operators 
of the well known shoe firm of Thos. F. 
Peirce & Son, Providence, R. I. This 
company is believed to be the oldest 
retail concern operated by the same 
family in this country. When George 
Peirce, the last of the Peirce family to 
control the business, passed way, he 
willed the name and the business to 
the present owners, who worked for 
him the last years. The company now 
sells men’s shoes exclusively. 


* * * 


The B&K shoe store in Burlington, 
Wis., celebrated its 25th anniversary 
recently. The store was started in 1921 
by Frank Becker and George W. Krue- 
ger. Mr. Becker left in 1927 to go 
into the lumber and feed business at 
Woodland, Wis., and was killed in an 
automobile accident about five years 
ago. Mr. Krueger, who still operates 
the store, is assisted by his two daugh- 
ters and by Warren Schenning and 
Frances Cunningham. 


* * * 


J. Richard Thalheim, son of Sidney 
Thalheim, of the Wearwell Shoe Co., 
New York City, has been made vice- 
president in charge of sales of that 
company. Mr. Thalheim was recently 
discharged from the Army with the 
rank of master sergeant following two 
years of service. 


Because of illness Miss Beanos Espo- 
sito, assistant buyer in the women’s 
shoe department at Hahne’s, Newark, 
N. J., is on a six weeks’ leave of ab- 
sence. 

” e Ba 

Jack Donaldson, recently released 
from service, now has the shoe conces- 
sion in The Clothesline, smart shop at 
Indio, Calif. Casuals, novelties and 
sport shoes for women comprise the 
main stocks in this active desert re- 
sort town which is near Palm Springs. 


* * * 


As a contribution toward solving the 
Dover, N. H., automobile parking prob- 
lem, Harry Farnham, head of the 
Lothrops-Farnham Co., shoe store, has 
opened a new parking lot on Central 
Avenue. The 76 spaces are primarily 
for merchants and professional men, 
but if any remain vacant they will be 
available to the public. 


+ * * 


Lamar Lewis, who operates a shoe 
store at Athens, Georgia, has been in- 
stalled as president of the Athens Civi- 
tan Club. 

+ 7 a 

Raymond Heesch of Avoca, Ia., has 
opened a shoe store there in the Car- 
roll Building. He operated a shoe re- 
pair shop before going into the Army 
from which he recently was discharged. 


* * * 


Oliver N. Clauss, Allentown, Pa., 
shoe wholesaler, and Mrs. Clauss cele- 
brated their 52nd wedding anniversary 
Aug. 15. Mr. Clauss, who has been in 
the wholesale shoe business since 1896, 
is vice president of the Merchants Na- 
tional Bank and a trustee of Muhlen- 
berg College and Allentown Hospital. 
The Clauss’ have five children and 10 
grandchildren. 

* ~ * 


About one hundred employees and 
their guests attended Verner’s shoe 
store picnic at South Park, Pittsburgh, 
recently. There were contests and 
races of all sorts, from a treusure hunt 
to a cracker-’n-whistle, ending up with 
dancing at the lodge. William Geer, 
head of the ladies’ shoes department, 
was in charge of arrangements. 


* * * 


Herbert N. Lape, Sr.,.executive of the 
Julian & Kokenge Co., Columbus, 0., 
and president of the Columbus Chamber 
of Commerce, is a member of the execu- 
tive board of the newly-formed Traffic 
Safety Committee of Franklin County. 


* = = 
Formerly associated with the J. C. 
Penney Co. in the Yakima, Wash., store, 
Kenneth Barker has taken over man- 
agement of the Renton (Wash.) Boot- 
ery. 
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WITH “UMPECO" 


@ PERFECT BALANCE 
@ GREATER STRENGTH 








MARK CURATOLO, Prep. 
60 LISPENARD ST. 





rouerss BUCKLES 


“MAKE GOOD SHOES BETTER” 


@ TROUBLE-FREE OPERATION 
@ GRACEFUL EYE APPEAL 
@ FINE DURABLE FINISHES 


Te insure complete user satisfaction specify "‘Umpece Buckles" 
Unique Metal Products & Engineering Co. 


NEW YORK 13, WN. Y. 


ALL 
BRASS 

















In 1946 


MORE THAN 27 MILLION 
WOMEN WILL READ ABOUT 











Clyde Clarke, shoe retailer from 
Shenandoah, Ia., and Thomas Kelly, for- 
merly manager of the Montgomery 
Ward store at Nebraska City, have 
leased space here and will open a retail 
shoe store about the first of next year. 
A modern front of glass tile will be in- 
stalled and the building remodeled. Mr. 
Clarke already operates shoe retail 
stores in Shenandoah and Creston, Ia., 
and Mr. Kelly was formerly in the 
shoe business. 

a a + 

John F. Sheehan has become a part- 
ner with Paul L. McMahon in the Paul 
McMahon Co. which leases the shoe de- 
partment at Sheehan, Dean & Co. 
Frederick F. Jennings, until recently in 
business with Mr. McMahon, is now 
associated with a Bloomsburg store. 

7 ~ . 

C. R. Hippard, who purchased the 
Kincaid Shoe Store in Farmer City, IIl., 
last January, has sold it to Roger 
Reeder of Clinton, Ill. Mr. Hippard also 
operates a store in Maroa, IIl. 

‘*- * + 

Samuel A. Futerfas, owner of The 
Bootery, 248 Coral Way, and the Va- 
riety Store in Coconut Grove, has re- 
turned to Coral Gables, Fla., from an 
extended vacation trip through the 
North. While away he visited some of 
the shoe markets. Mr. Futerfas was 
accompanied by his family and made 
the trip by automobile. 
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R. H. Thieme, for fifteen years asso- 
ciated with the G. R. Kinney & Co. and 
recently manager of their Rockford, II1., 
store, has resigned and will manage the 
shoe department operated by Freeman 
Shoe Co. in the Wolff’s Clothiers, Inc. 
store at 7th and Olive Streets, St. Louis, 
Mo. 

* ” + 

Verne L. Kilbane, manager of the G. 
R. Kinney Co. shoe store in Dubuque, 
Iowa, has moved to Rockford, Ill., where 
he will manage the Kinney Shoe Store 
at 323 West State Street, Rockford. 
Mr. Kilbane will continue his supervi- 
sion of the Dubuque store, also. 

* + * 


King Muzur who managed the Kar] 
Shoe Store in San Pedro, Cal., for eight 
years, has started in for himself with 
his store located at 733 Pacific Ave. in 
San Pedro. 

= * - 

J. B. Kulla is the proprietor of the 
newly opened Children’s Bootery of 
Santa Monica, located at 323 Santa 
Monica Blvd., in Santa Monica, Cal. 
Fifteen years with the Karl Shoe Co. is 
his shoe background. 

- > * 

W. T. Bolderick, one of the pioneer 
shoe men of San Diego, has just opened 
another men's shoe store at 1170 Sev- 
enth Ave., San Diego. The other Bold- 
erick men’s shoe store is at 317 C St., 
also in San Diego: 
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designed for RESALE 


Send for Catalog 


The Forsythe Shoe Store at 328 
Fifth Avenue, Pittsburgh, has the okay 
for complete renovation, starting the 
first of the year. Manager Max Levin 
says it will be the very latest word 
in remodeling, with mirrored interior 
and all-glass front. 





June Shows First 1946 
Production Loss 


WASHINGTON, D. C.—June production 
of shoes and slippers amounting to 44.9 
million pairs was 9 per cent under May 
production, according to preliminary 
figures released recently by the Bureau 
of the Census, Department of Com- 
merce. 

The June decrease marks the first 
substantial decline in monthly produc- 
tion during 1946. Production has climb- 
ed steadily since January reaching an 
all-time in May and April with 49 mil- 
lion pairs. 

The loss was evident in all classes of 
civilian footwear. Men’s production 
amounting to 10.6 million pairs showed 
a 9.4 per cent decrease; youths’ and 
boys’, 1.9 million pairs, a 13.6 per cent 
decrease; women’s, 23.2 million pairs, a 
9 per cent decrease; misses’, 2.6 million 
pairs, a 16.1 per cent decrease; chil- 
dren’s, 2.8 million pairs, a 12.5 per cent 
decrease; infants’, 2.2 million pairs, a 
12 per cent decrease; and babies’, a 1.1 
million pairs, an 8.3 per cent decrease. 
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WOMEN'S SLIPPERS 





EMBROIDERED CASUAL 
Closed Back—Leather Soles 
Full Sizes 4-9 
$2.50 


met fe om 
F.0.B., 


fatate 
Delivery 


Colors: Wine, Royal, Pink, Light Blue, 
Black. 

Minimum Order 18 prs. per color 

State Second Color Choice 


J. & S$. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City I, N. Y. 











or 


X-RAY SHOE FITTERS 


PRIMEX ... -n.. «. 


most imitated shoe fitter. 
Our circular tells you why 
« « « Write... 


PRIMEX EQUIPMENT CO. 
135 Se. LaSalle St., Chicago 3, til 











BOWS 
“GLAMORIZERS” 


by 
ACE 
sows 





No. 

2181 
Plastic Patent. Genuine Black, Ni Red, Army 
Russet, Town Brown Calf. Bisck. Brown, Navy, 
White Suede. Studded with Gold Neilheads. 
$9.00 per dozen. Terms: 2% 10 days 


immediate Delivery. All Bows with Clips. 
Samples of other styles cn voupent. 


ACE BOWS, INC. 
212 20th Street Brooklyn 32, N. Y. 
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Shoe Man Heads 


Civic Group 


Pittston, Pa.—Joseph K. Schiffman, 
who is associated with his father in the 
operation of the Boston Shoe Store, 
here, and who was formerly with the 


JOSEPH K. SCHIFFMAN 


National Office of OPA, has been elect- 
ed president of the Greater Pittston 
Junior Chamber of Commerce. 

Mr. Schiffman has been identified 
with civic affairs in Northeastern Penn- 
sylvania for many years, and is well 
qualified to handle the duties of his new 
office. He is widely known in the shoe 
industry having been affiliated with the 
Shoe Rationing Division of the Office of 
Price Administration for two and a 
half years, where he served as head of 
the Operations Section of Shoe Ration- 
ing and worked in conjunction with 
William Molster and Joseph Chards in 
handling the details of footwear ration- 
ing. 


To Advertise New York 
Wholesale Market 


New York — At a recent meeting 
here, the New York Shoe Wholesalers’ 
Association decided to launch a cam- 
paign to maintain and improve their 
competitive position, using the slogan 
“Buy in New York.” 

Sidney Thalheim, association presi- 
dent, in announcing plans for the cam- 
paign, said that $10,000 had been ap- 
propriated, that an advertising agency 
had ‘been selected to handle the appro- 
priation and that advertising would be 
placed in business papers reaching the 
retail trade. 


88th Hanover Store Opens 


SoutH Benp, INp.—The 88th Han- 
over Shoe store in the 46th year of the 
firm’s operation of such stores, has 
opened here with E. G. Bossick as man- 
ager. Mr. Bossick was formerly man- 
ager at Baltimore, Md. There are four 
other Hanover Shoe stores in Indiana. 
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BOWLING SHOES 
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BOWLING SHOES 


* Suedine Uppers, Lea. 
ther Stays and Tips 
. Pay Lined, Leo 
ther Bound « 
Heels, Right Shoe kes 
WHITE rubber sole, 
Left shoe Leather 


FOR MEN 


Black ey | 
Sizes 6 to 12 


$2.50 
3 Pair 


ARNOFF SHOE CO.,INC., 101 Duane $?.,M.7.C 


1 ll lid 


MOCCASINS 


sm 





Genuine Canadian Moccasins 
for Immediate Delivery 


$]-50 wer F.0.8. PHILA. 
Genuine Split Leather Uppers & Soles 
+ BLUE e WINE . TAN 


Women's—Sizes 3-8 
Packed 36 pr. Cases—Min. Order 18 prs. 


L. C. SHOE CO. 


42 No. 4th St. Phila. 6, Pa. 
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PLAID SHOE LACES 


Sl ll tell el tl Oi edi alll 





PLAID SHOE LACES 


In Stock for Immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 








Buy Savings Bonds 
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ADAPTO DISPLAYS 


(Artistic... Appealing 
Vaneau elu 


SPOT DISPLAYERS 


Displaymen, with a keen sense of eye appeal, 
recognize the beauty of these tastefully de- 
signed legs. Any glass in your stockroom, from 
12” to 30” in diameter or length, can be used 
to make a most attractive table displayer with 
this 3-leg Baroque unit. Round, oval, oblong, 
trianguler, odd-shaped . . . any glass top 


does the trick. Easily errenged, disassembled, 
stored away in a minimum of space. 12” High. 


Available in All-White or White 10: 50 


With Hand-Decorated Gold Trim. 


Exactly similar to unit 
described above, but 15%” High $12.00 


Not just a frame, but a “take-it-cpart” unit 
to be used in countless variations. This novel 
Baronial Frame harmonizes in style and color- 
ing with Baroque Table Displayer. Approx. 
40” high, 32” wide. Complete with screw 
and bolt type hangers. 


IMMEDIATE DELIVERY 


Made of -special composition, ADAPTO- 
DISPLAYS are sturdy, washable. Timed for the 
holidays, so order today. No C.O.D.’s. Send 
check, save 2%. 


MINNA-LEAH aamaddoegng 


4 West Third St. + New York 1 


September 15, 1946 





Dates to Remember 


Advanced Spring Showing, Guild of Bet- 
ter’ Shoe Manufacturers, Members’ 
Showrooms, New York, N. Y. 

Week of September 16, 

Shoe Manufacturers’ Spring ane 
Hotel New Yorker, New York, N 

September 29, 30, October |, 2, 4 

Shee Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
il. October 7, 8, 

Shoe Show, Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, Mich. 

October 7, 8, 

Shoe Show, Ak-sar-ben Mac, Inc., Corn- 

husker Hotel, Lincoln, Nebr. 
Octeber 19, 20, 21, 22, 

Shoe Show, New England Shoe & 
Leather Association, Hotel Statler, 
Boston. October 21, 22, 23, 24, 

Convention, National Shoe Travelers 
Association, Morrison Hotel, Chicago. 

October 24, 25 

National Shoe Fair, Palmer House and 

Morrison Hotel, Chicago, Ill. 
October 27, 28, 29, 30, 31, 

Northwestern National Shoe Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 

Shoe Show, Tri-State Shoe Travelers, 
Hotel Statler, Buffalo, N. Y. 

November 3, 4, 

Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. 

November 3, 4, 5, 

Spring Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 

November 3, 4, 5, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Oklahoma City, Okla. 

November 3, 4, 5, 


Spring Showing, Pennsylvania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. 

November 9, 10, I1, 12. 

Associated Shoe Travelers Showing of 
Spring Line. Hotel Plankington, Mil- 
waukee, Wisconsin. 

November 10-11-12, 

Shoe Show, lowa National Shoe Trav- 
elers’ Associction, Fort Des Moines 
Hotel, Des Moines, lowa. 

November !1, 12, 13, 

Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, South- 
land & Baker Hotels, Dallas, Texas. 

November !!, 12, 13, 14, 

Spring Showing, Mid-Western National 
Shoe Travelers, Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 

Spring Shoe Fair, Indiana Shoe Trav- 
elers' Association, Murat Temple, 


Indianapolis, Ind. November 20, 2!, 1946 


Shoe Showing, Ohio Shoe Travelers 


Club, Hotel Gibson, Cincinnati, Ohio. 


November 17, 18, 19, 

Annual Meeting, Tanners Council of 

America, Palmer House, Chicago, Ill. 

November 22, 23, 

West Coast Shoe Travelers Associates 

Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 

November 24, 25, 26, 27, 

33rd Annual Convention, Middle Atlan- 

tic Shoe Retailers Association, Ben- 

og Franklin Hotel, Philadelphia, 

January 19, 20, 21, 

Leciber Show, Tanners Council of Amer- 

tea, Hotel Commodore, New York, 


N. Y. March 11, 42, 1947 





--to pick the 
° 
Winners! 
Even though every shoe in 
your shop is a “thoroughbred” 
— your customers and your 
sales people need all the help 
they can get in picking “the 
winners” for each particular 
pair of feet. No matter how 
fine or how handsome a pair 
of shoes may be, it is a total 


loss to the customer who buys 
it... if it doesn’t fit properly. 


It's easy to pick a winning 
pair of shoes for each pair of 
feet with the original X-Ray 
Shoe Fitter at your service. 
It lets both you and your cus- 
tomers see inside of the 
shoe . . . to make sure that it 
is properly fitted to provide 
maximum comfort, to pro- 
tect and promote foot health. 





Put Your Faith 
in Visual Fitting 


. with the Original 
X-Ray Shoe Fitter. Still 
hard to get, but being 
produced in greater 
quantities than ever. 
Write or ask your X-Ray 
Representative for 
earliest delivery date. 


\ 


X-RAY) 
SHOE FITTER 4c. 


3533 NORTH PALMER STREET 
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OUTDOR-EES 
Flexible California Process 


Vie". G ABARDINES 
ESPADRILLE 


@ new version of the 
Outdoor Ballet. Black 


only. 
SIZES: 


4 to? (half sizes) 
M width. Packed 
36 pairs-to case 
sizes. 
Minimum 
Sesees is 


Immediate Delivery 


WILLIAM COHAN CO. 
— Third Floor — 
Distributors of Casuals—Sport Shoes—Slippers 
19-21-23 S. Wells St., Chicago 6, Ill. 
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INFANTS’ SHOES 


i i i 


"BIT-A*PATS: 


G.U.S PAT. OFF. 


ae 
FIRST CHOICE IN FIRST STEPS 





Smooth Elk—White and Brown. Vel- 
vet finish. Chrome Sole. Compo con- 
struction. Half Sizes | to 5. 

24 pelr minimum 





STANDARD PACKING 
SIZES 1-1'/2-2-2V2-3-312-4-4¥a-§ 
PAIRS 2-2-3-+4-+4+3+2-+2-2 











PIT-A-PAT SHOE CQ. 
327 W. Monroe St. Chicago 6, ill, 














The Sox Bar at Steve Shoes, Kansas City, Mo. Steve Yeager, left, has found this « 
f profitable adjunct to his shoe business. 


-Kansas City, Mo.—Eight years ago 
a young man with an idea started a 
small children’s shoe shop on Kansas 
City’s smart Country Club Plaza. The 
shop was known as Steve Shoes and 
Steve Yeager, its proprietor, had an 
idea that he could build a profitable 
business around specialization in cor- 
rective fittings and proper filling of 
doctor’s shoe prescriptions. 

Today a beautiful new enlarged shop 
at the old stand, 314-16 W. 47th Street, 
is evidence of the soundness of Mr. 
Yeager’s idea and provides most mod- 
ern facilities for his customers. 

“Corrective fittings furnish splendid 
business in themselves,” Mr. Yeager 
states, “and they also assure you much 
other business. Trust placed in you by 
doctors inspires confidence among par- 
ents and your regular trade grows 
steadily along with your prescription 
fittings” 

The new store of Steve Shoes is 
bright and attractive in a way that ap- 
peals both to parents and children. A 
color scheme of light blue and white 
with natural finish fixtures and fluores- 
cent lighting assures proper and plenti- 
ful light at all times, while air-condi- 
tioning ensures comfort. 

The salesroom is not cluttered with 
row upon row of shoe boxes. All stock 
is out of sight in stockrooms along the 
side and at the rear. To achieve this, 
near the frorit of the salesroom the side 
walls gracefully curve out several feet 
from the building wall and extend back 
to a rounded false rear wall. Doors in 
the side walls lead to the hidden stock- 
rooms. 

“Shadow boxes around the walls of 
the shop afford opportunity for display. 
At the front, in the recess between the 
display window and the beginning of 
the stockroom wall, is a Sox Bar on one 
side and matching fixtures for polishes, 
laces and cashier’s counter on the other 
side. ; 
Windows are of the open type so 


that the entire store is on display at all 
times. Window displays are changed 
regularly each week and occasional re- 
arranging is done at shorter intervals. 
Mr. Yeager is careful to tie in window 
displays with national advertising 
when material is available. 

Steve Yeager’s father has been in the 
shoe business as far back as Steve can 
remember. His father constantly im- 
pressed the necessity for well built and 
properly fitted children’s shoes and the 
lasting ill effects which might result 
from poorly made and incorrectly fitted 
shoes. 

After thorough study of the prob- 
lems of children’s footwear, young Mr. 
Yeager started his Steve Shoes. The 
start was on a small scale. Doctors 
were contacted, prescriptions began to 
trickle in and Mr. Yeager soon acquired 
a reputation for proper and expert fill- 
ing of these prescriptions. Moreover, 
he stuck strictly to hi# policy of filling 
prescriptions; never did he attempt to 
prescribe corrections himself. 

To take care of increasing demand a 
shoemaker is being set up in the rear 
of the store so that wedges and other 
corrections can be built into shoes on 
the spot, thereby doing away with the 
inconvenience of taking such work out- 
side. This man, an expert on corrective 
work, will take over much of the pre- 
scription work Mr. Yeager himself has 
looked after, and will also repair shoes. 

“We don’t stop with properly fitted 
shoes,” Mr. Yeager explains. “We im- 
press on our customers the importance 
of having socks of correct size, too. 
Consequently our Sox Bar is a valued 
adjunct to our shoe stocks. We sell 
socks according to shoe size and keep 
a large and varied assortmert. We 
carefully measure and mark all socks 
before they are put in stock so there 
will be no errors in size. Because we 
mention socks to every customer, our 
sales run around 500 pairs weekly.” 


Boot and Shoe Recorder 




















Another 


























Not an 
ordinary 
Shoe Polish 
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WITH THE USE OF 
CINCH, 
scuffs, scratches. 
hard-wear signs 





















HELFAND PRESENTS 
PANCAKE HEEL 









Black Suedine 
Black Plastic Patent 
Genuine Leather Soles 


and Heels 


Sizes 4 to ? 
M Widths only 






No. 3742 
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glowing orange-tinted shades, as inter- 
preted in Apricot Ice and Orange Cop- 
per, as well as Coral Dawn and Nas- 
turtium Red. Also rated strong in 
fashion interest is Burnished Blond, an 
unusual tone with a glint of gold, 
grouped with the lighter blending 
shade, Ceramic Yellow. In the fore- 
front of distinctive browns and beiges 
are the warm Suntan Brown and the 
harmonizing tone, Cream Cafe. More 
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shoe soles and heels, have been added 
to the list of items which may be made 
wholly or in part from natural rubber 
and in some instances butyl rubber, W 
J. Sears, Director of the Civilian Pro- 
duction Administration’s Rubber Divi- 
sion, has announced. At the same time, 
use of rubber latex, now in extremely 
short supply, was restricted to a stated 
list of products. 

Mr. Sears explained that it is possi- 


dancing miles you'll cover in a campus 
year.” The price means a real saving, 
when the mileage is considered. 


Declare Quarterly Dividend 


CoLumMBus, On10 — Schiff Company 
has declared a quarterly dividend of 25 
cents on common shares, payable Sept. 
15 to holders of record at the close of 
business Aug. 31. 
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Made in California 





YSEN SHOE CO. 


Manufacturers 


7408 MELROSE 
HOLLYWOOD 46, CALIFORNIA 











MOCCASINS 





Genuine INDIAN 
MOCCASINS 


Women’s Sizes Only 
4to 8 


A REAL VALUE AT 
$2-40 8%. Tan. 
P. H. VOLK & CO., INC. 


2-4 Lombard St., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phile., Pa. 








Buy Savings Bonds 














Obituaries 


Frank J. Ripple, Sr. 


MILWAUKEE, W1s.—F rank Ripple, 76, 
president of the Milwaukee Shoe Co., 
Milwaukee, Wis., died at his home, 3337 
W. Highland Blvd., Sunday, Aug. 25, 
following a long illness. Mr. Ripple was 
one of eight sons of Ludwig Ripple, who 
in 1860 started a hand-made shoe busi- 
ness, a trade he learned in Austria 
where he was born. 

Frank Ripple, Sr., one of the indus- 
try’s pioneers who helped to build Mil- 
waukee into a shoe center, started out 
in the retail shoe business and later 
expanded into wholesale operations. He 
started manufacturing shoes forty 
years ago when he purchased a build- 
ing at 4th and Vliet. Five years later 
he purchased the Ackerman Shoe Co., 
which was later incorporated as the 
present Milwaukee Shoe Co., whose 
quarters have been at 215 W. Maple 
St. since 1942. 

He was well known locally and was 
a member of several lodges and benevo- 
lent societies. 

Surviving are his widow, Augusta; a 
daughter, Marion; four sons, Ted, Cyril, 
Frank, Jr., and Bert; one sister, Mrs. 
William Herte, and five brothers, Joseph, 
John, Henry, Pius and Robert, all of 
Milwaukee. 


E. J. Madden 


Cuicaco, Int.—E. J. Madden, man- 
ager of the hide distribution department 
of Armour Leather Company, died sud- 
denly last month. He lacked only one 
month of having served 50 years with 
the company. 

N. E. Nelson has been appointed man- 
ager of the hide distribution depart- 
ment, succeeding Mr. Madden. 


Edwin J. Johnston 


Waco, Tex.—Edwin J. Johnston, 
manager of a Queen Quality Stores shoe 
department at the Goldstein-Migel De- 
partment Store, here, perished in a fire 
that swept his cottage at Lake Waco, 
near here, Aug. 25. 

Known to his many friends in the 
shoe trade as Padso, Mr. Johnston 
moved to Waco six years ago from Con- 
way, Ark., his birthplace. He was un- 
married and is survived by two broth- 
ers, Rev. Warren Johnston, pastor of 
the First Methodist Church, Fort 
Worth, Tex., and Howard Johnston, 
Little Rock, Ark. 


Charles C. Kistner 


INDIANAPOLIS, IND.—Charles C. Kist- 
ner, 83 years old, former shoe retailer, 
died recently after a. short ijjmess. 
Burial took place in Crown Hill ceme- 
tery in this city. 

A native of Indianapolis, Mr. Kistner 
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Quality Rubber 
tabric shoes) 
Black: $12.00 per gross 
Colors: 16.20 per gross 
Brass Wire Brushes: 
$1.50 per dozen 
15.00 per gross (full gross lets or more) 


LYONS & COMPANY 
120 DUANE STREET, NEW YORK 7, N. Y. 
Quality Shoe Store Supplies fer 46 Years 


Sponges iaiso used for 
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BUY MARACO 


In Stock—At Once Delivery 


© Tennis Shoes 
¢ Gym Shoes 
¢ Basketball Shoes 
¢ Stadium Boots 
¢ Sun Valley Boots 
¢ Majorette Boots 
- © Hunting Boots 
* Ski Boots 
¢ Slippers 











MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 








was proprietor of Kistner’s Shoe Store 
from 1881 until last year. The shoe 
company now is being operated by a 
son, Karl W. Kistner. It was founded 
by Mr. Kistner’s father, John G. Kist- 
ner. 

Mr. Kistner was engaged in many 
charitable enterprises and was a mem- 
ber of Oriental Masonic Lodge. 

Survivors, besides the son and wid- 
ow, Mrs. Clara M. Kistner, are two 
daughters, Mrs. James E. Maxwell, 
Seattle, Wash., and Mrs. L. V. Pringle, 
Jr., Biloxi, Miss.; a sister, Mrs. Marion 
Williams, Walla Walla, Wash., and 
eight grandchildren. 


George W. Tovey 


Beprorp, INp.—George W. Tovey, 
age 63 years, co-owner of two shoe 
stores here and a partner in a shoe 
store at Bloomington, Ind., died re- 
cently at the Dunn Memorial Hospital, 
here. Burial took place in Cresthaven 
Cemetery. 

Mr. Tovey had been in the shoe busi- 
ness here since 1908 when he joined his 
uncle, George L. Tovey, in a store es- 
tablished in 1903. Since 1936 Mr. 
Tovey and his son, Carl Tovey, were 
partners in the stores here. 

Survivors are his widow, a daughter, 
his mother, one sister and _ three 
brothers. 
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LAZEASE 


Brown antiqued retan 
leather. Lightweight 










PLEASE, 
no sample 
requests 
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‘+6 by Ashley 


Panolene sole, leather heel. 
Assorted half sizes, 3-9, “M” width only. 
36 pair minimum order. $3.30, net 30 days. 


color, minimum order. $2.45, net 30 days. 


SHLEY Shoe Corporation 


EASY TO FIT 
—EASY TO SELL 


Ashley brings you these popular, 
fast selling styles, priced 

for volume sales. 

Immediate Delivery on Both Styles! 







BANDIT 
Black, Red, Turf Tan, or 
White, smooth leather upper. 
Leather sole and heel. Assorted full 
sizes, 3-9, “M” width only. 36 pair, one 








ST., NEW YORK 1,N.Y. 




























No other phrase so aptly tells 
the story of the wonderful 
job Propr-Bilt’s construction 
is doing in the children’s shoc 
field. , 

Commended by Parents 
Magazine, recommended by 
many doctors, Propr-Bilts are 
the “Balanced Posture” chil- 
dren’s Shoe. 


PROPR-BILT 
Children’ Shoes 


O'DONNELL SHOE CORP. 
Humboldt, Tenn. 











































Woolen Footwear Industry 
Given “Hardship” Adjustment 


WASHINGTON—The woolen footwear 
industry, makers of inner boots worn 
with rubber footwear for extra 
warmth, has been brought under the 
provisions allowing special “hardship” 
adjustments to industries operating at 
a loss, to bring the earnings of each 
firm up to the base-period industry 
average, the Office of Price Administra- 
tion said recently. 

The action permits individual firms 
to make their own price adjustments, 
— to approval by OPA within 20 
ays. 
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Given an average base-period 





earning rate for the industry of 2.6 per 
cent, they are permitted to modify their 
own ceiling prices wherever the margin 
of profit on an item falls below this 
profit factor. 


Items affected by the amendment are 
knit wool gaiters, knit wool booties and 
felt boots, all designed for wear as an 
inner boot with rubber footwear. Such 
footwear is worn chiefly by out-of-door 
workers in the northern sections of the 
country during Winter months and is 
sold in relatively small quantities. The 
resulting individual price increases, 
averaging between 10 cents and 20 
cents a pair at the manufacturers’ level 
will be passed on to consumers. 





John Irving Controls 
Mathes Shoe Co. 


Boston, Mass.—John Irving Shoe 
Corp. has acquired by an all-cash pur- 
chase 100 per cent control of the 
Mathes Shoe Co. and all of its sub- 
sidiaries, according to J. P. Levy, 
president. 

The newly acquired chain has 43 re- 
tail units operating under the name 
Reed’s, Reel’s and Lee’s. These stores 
are located in the principal cities of 
eight states in the mid-West. The ac- 
quisition of the Mathes chain now 
brings the total stores operated by the 
John Irving Shoe Corp. to 83. 
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STORM BOOTS 
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MAJORETTE BOOTS 


For 
Immediate 
Delivery! 


#2600M Brown Split Leather 
No-Mark Composition Sole 


i care Liew $9.65 


In case lots only 
24 pairs in a case Pair 
Net 10 Days, F.0.B. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monrce St., Chicago 6, lil. 
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INFANTS’ SHOES 





Calling all 


Baby Shops Lf 
Cape Skin Bootees 


in-stock 


McBREEN SHOE CO., Inc. 
305 W. Monroe S$t., Chicago 6, Ii. 




















Shoe Store Patterned on Schoolhouse 


Interior of Harold's Shoe Store on Forest Avenue, Portiand, Maine. Note how 
the “little brick schoolhouse" idea is carried out by use of original brick wall 


PORTLAND, ME.—Harold’s Shoe Store 
on Forest Avenue is the newest shoe 
store to open in Greater Portland. Op- 
erated by Harold Nectow, it is pat- 
terned on the little brick schoolhouse 
which ties in with its policy of fitting 
children from infants’ sizes through 
juniors and misses’ shoes. Jungle cut- 
cuts decorate the rear wall, which is 
the original brick wall left in its 
natural state, to create the schoolhouse 
atmosphere. 

The room has stucco walls on three 
sides, in a cream color with off-rose 
panels which blend in with the rear 
brick wall. The ceiling is paneled; 
fluorescent lighting, asphalt tile lino- 
lcum and rosy beige rugs are attractive 


features. The furniture is blonde 
maple with red leather upholstery. In 
ene corner there is a nine-inch plat- 
form with room for storage beneath, 
and five kiddie chairs mounted on top, 
each upholstered in bright red leather 
and decorated with bells. In another 
corner is a flight of maple steps which 
holds stuffed jungle animals for the 
children to play with. A novel display 
rack has four short display shelves 
(each large enough for one shoe) on 
either side of a mirror, serving the 
double purpose of aiding in the fitting 
of shoes and creating the illusion of 
more space. 

All stock is in a back room, 
cealed behind the brick wall. 


con- 





Hold Formal Opening 
Of New Store 


CoLumBus, O.—Minor’s recently held 
the formal opening for their new and 
enlarged shoe store for women at the 
northeast corner of Broad and Third 
Streets, in downtown Columbus. Firm 
also has a store in Dayton. 

The recent opening was on the firm’s 
tenth anniversary of operations in 
Columbus. New store, decorated in 
pastel shades of coral, rose, and tur- 
quoise, seats 62 customers and has two 
and a half times the floor space of its 
former store at 104 E. Bread Street. 
Store is completely air-conditioned and 
carpeted throughout. The new ceiling 
is lighted by indirect lights concealed 
in a cornice, while direct lighting is 
furnished by recessed ceiling lights of 
both incandescent and fluorescent types. 


Store walls are finished in blonde 
maple paneling and trim with 15 full 


length mirrors and 12 shadow box dis- 
play units. Other mirrors are mounted 
around a large center post. Concealed 
shelves behind walls have room for 12,- 
000 pairs of women’s shoes, though the 
special health shoe department is in full 
view in the rear, Front balcony houses 
the executive and credit departments 
and reserve shoe stocks. 


Store exterior provides eight large 
glass unit display windows with blue 
carrara glass and stucco borders, giving 
the firm the largest window display 
space devoted exclusively to shoes in 
Ohio, it is believed. 

Minor Co. is a partnership formed by 
Edward H. Minor, Sr., general man- 
ager, Pauline Minor, Doris Crampton, 
Edward H. Minor, Jr., and Otis W. 
Minor as special partners. Latter two 
recently returned from military service. 
In addition to his associatoin with the 
Minor stores, Edward H. Minor als» 
travels in four states for the Dickerson 
Shoe Co. 
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AT LAST THE WHEELS ARE TURNING 






And, every day we’re producing more and 
better Lion Sandals. Prompter deliveries and 
more beautifully finished sandals to make 


more sales for you, and more satisfied cus- 






in OUR MODERN FACTORY 





tomers, too. 





LION SANDALS, Ine... 


707 BROADWAY, NEW YORK 3, 


N. Y. 
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Formerly Lion Luggage Company 























© Comes complete with 18" table 





d ® Carries up to 200 Ibs. 
U © Sturdy, all steel construction 
© For 110 Volts A.C. 50/60 cycles 
e ROTO-SHO revolving display in your window will attract two 
, to three times more customers into the store than « “still” dis- 
play. Create more interest in your displeys by activating them 
- with ROTO-SHO. . . . It frequently pays for itself in the first few 







hours of operation. 
write TODAY for complete information. 





The ACTION Display-Way Te Boest Sales! 


TURNS THREE 
TIMES A MINUTE 


Delivery is immediate from stock. 


GENERAL DIE & STAMPING CO., 262-E Mott St., New York 12, N. Y. 





Why not 








ED WHITE 








3203-07 Chippewa 









IMMEDIATE CELIVERY 
WE CARRY A FULL LINE OF INFANTS 
SHOES ON THE FLOOR. WRITE O8 WiRt 
SHOE 
St. Lovwis 


JUNIOR COMPANY 








They’ve Put a Front 


On the Back 


ROCHESTER, N. Y.— The Rochester 
store of Wm. Eastwood & Son Co. now 
shows an entirely new face at the 
back. Construction begun in July, 
1945, was finally completed in August 
this year after long delays in securing 
materials. 

The Eastwood building fronts on 
fashionable East Avenue; the rear is 
on what has always been a short ser- 
vice street. But here the area has 
been cleared of buildings to provide 
parking space in the heart of the city’s 
retail center. This brings the rear of 
the Eastwood building within the range 
of vision of six parking stations with 
capacity for 1700 cars, and of five ad- 
jacent streets by which shoppers reach 
Main Street and East Avenue. Guests 
of five hotels, residents of apartment 
houses and workers in office buildings 
use this parking aren and hence are 
potential shoppers and c.astomers. 

The face of the building, therefore, 
provides a space which has high adver- 
tising value, and this space is being 
utilized to attract the attention of 
people who park their cars here while 
they shop in the stores or attend movie 
houses close by. It not only identifies 
the location of the Eastwood store but 
suggests to the. automobile trade the 
advantage of direct use of the store’s 
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rear entrance as a convenience which 
saves a round-about walk to the front 
door. Neighboring stores with other 
lines of merchandise and two of East 
Avenue’s leading restaurants, one on 
either side of the Eastwood building, 
are doing the same thing by placing day 
and night signs over their rear door- 
ways. 

The new front is a bright spot in 
the midst of rather drab surroundings. 
The material is cream color brick, with 
marble facing set with the Eastwood 
crest in gold on the ground floor and 
a 7 x 23 foot compelling display sign 
above. The entire face of the building 
is illuminated at night, so that day and 
night the green lettering of the sign, 
“Eastwood’s — the Complete Shoe 
Store,” may be read for a distance of 
two blocks. The sign is made of spe- 
cially annealed plate glass strong 
enough to resist breakage. It’s a fea- 
ture of the architectural design, a part 
of the rear wall construction; the 
material is translucent and admits 
light to the third floor. This type of 
front is not likely to require any up- 
keep for years, so Eastwoods is getting 
a lot of good advertising at mighty low 
maintenance cost. 





Variety in Pittsburgh 
Fall Fashions 


PITTSBURGH, Pa.—While shoe stores 








are pushing back-to-school shoes, a sur- 
prising number of department store 
wardrobe ads ignore shoes altogether. 
Verner’s promoted black for campus 
wear, with a group of shoes named for 
the local colleges. Among these are 
“Pitt,” a black leather platfrom wedge; 
“Tech,” closed or sling suede ballet; 
“Mt. Mercy,” black suede wedge, and 
“Penn State,” black suede or leather 
loafer. This group of styles is offered 
in red, black, and brown by most stores. 
In oxfords for this group, there are a 
popular snub-nosed style in antique 
brown calf, a brown leather with 
“double-dater” tongue to he worn inside 
or outside of the laces, and the classic 
saddles with brown leather or trans- 
parent plastic. 

School children have ghillie tie elk ox- 
fords, many with non-scuff tips, saddle 
oxfords, and patent straps. Stocks of 
brown and white are fairly good in 
this size range, but less black. 

Men’s shoes continue short and many 
merchants feel that the quality does not 
match the price. There are some oiled 
veals in the Viking brogue last and 
raised seams with moccasin stitching. 
Jarman’s is featuring an antiqueing 
polish with the slogan, “Shine Em Red!” 

Black is away out in front in women’s 
shoes, and wine shades are being stock- 
ed with caution. Suede and patent-trim- 
ined gabardine are the favored mate- 
rials, and most often styled in platform 
pumps with high heels. 
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WOMEN'S SLIPPERS 


BALLERINA SLIPPER 


CALIFORNIA PROCESS 
IN BLACK JACQUARD ~ 
With Leather Sole 





$2.35 
NET 
F.0.B. CHICAGO 


Same in Red 
Same in Wine 
Same in Light Blue 
Same in Pink 
Same in Royal Blue 
Sizes 4-9 
18 Pr. Minimum 
IN STOCK IMMEDIATE DELIVERY 


McBREEN SHOE CO., INC. 


305 W. MONROE ST. CHICAGO 6, ILL. 











STADIUM BOOTS 


Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 


Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 


Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Broadway CO. 7-7972 New York 7, N. Y. 


Buy Savings Bonds 
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Elaborate Plans for 
West Coast Show 
[CONTINUED FROM PAGE 137] 


done much of that work in Los Angeles 
for the past two years. 

“The show will be built around the 
California theme,” Miss Warn ex- 
plained. “We will have all the new 
clothes from the best of the Los Angeles 
market and will show how shoes made 
from all parts of the United States can 
fit so nicely into the California apparel 
market. There will be some 50 shoes 
for men, women and children modelled 
on the runway and in each case the 
spotlight will be thrown on the shoes. 
Complete cooperation with the entire 
Los Angeles clothing, millinery and ac- 
cessory market has been assured and 
stylists from all parts of the country 
will be in attendance.” 

By unanimous vote, the association 
gave their past president; Harry J. 
Evans, a testimonial endorsement for 
the presidency of the N.S.T.A. at the 
coming election of the national organi- 
zation. This was in recognition of the 
work Mr. Evans has contributed to both 
the local and the national shoe travelers. 

Past president William Hootkins of 
the Southwest Shoe Travelers Associa- 
tion, Dallas, Tex., brought greetings 
from his local and gave the W.C.S.T.A. 
the benefit of his association’s experi- 
ence in conducting style shows. Mr. 
Hootkins also dwelt on the many ad- 
vantages derived from being associated 
with the N.S.T.A. 

Newly elected members to the asso- 
ciates are Donald Fay, representing the 
Wilco Co.; Jules Field, the Alan Com- 
pany; and David L. Hubert for the 
Wm. Asher Shoe Co. of Paterson, N. J. 


Chain Open Shoe Salon 
In Upstate New York 


BINGHAMTON, N. Y.—One of the 
most advanced in design of its 112 
stores is the women’s shoe store re- 
ceritly opened by A. S. Beck Shoes at 
81 Court Street. Display windows of 
great depth occupy almost a third of 
the first floor. Mirrors cover the walls 
of the windows, which are lighted by 
a combination of fluorescent and in- 
candescent fixtures. 

The store, which is of the salon 
type, has an all-glass front. Mounted 
at regular intervals on the right-hand 
wall are six unilluminated shadow 
boxes consisting of massive ornamen- 
tal white frames with a quilted back- 
ground of colored leather upon which 
is a lucite bracket holding a shoe. Two 
of the shadow boxes have red back- 
grounds, two have yellow and two 
have green. 

More than 60 chairs in blond wood 
upholstered in yellow leatherette pro- 
vide ample seating accommodations. 
The store is managed by D. Ellis, for- 
merly associated with Endicott-Johnson 
Corp. and with Becks’s in Utica, N. Y. 
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BUY MARACO 


In Stock—At Once Delivery 


e Western Boots 

¢ Riding Boots 

¢ Skate Outfits 

© Moccasins 

¢ Work Shoes 

* Bowling Shoes 

e Rubber Footwear 
¢ Engineers’ Boots 
© Casuals 


MARATHON SPORTING SHOE CO INC 
116 Duane St., New York 7, N. Y 
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DISPLAY SHOE FORMS 
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CELLULOID — ladies’, misses’, children’s — flesh 
color ently, varied heel heights and sizee—immediate 


delivery. 
Alse PLASTIC (Lucite) DISPLAY SHOE STANDS, 
women's—attractive. 


a “Write for samples or details 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 











PRICE TICKETS 


~~ 


PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
209 So. STATE ST. CHICAGO 4 
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MEN'S SLIPPERS 
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MEN'S ROMEO 


All Leather Upper. Full Leather Lined. 

Lockstitch Con- 
struction. Leather 
Soles. 





$3.25 


Net 10 days 
F.O.8. N. Y. 


* 
& Sizes 6-11 
ra 24 pr. min 


Colors Black 
or Brown 


Selburn Shoe Co., Inc. 


153 Duane Street, New York 13, N. Y. 
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Named Merchandising 
and Advertising Manager 


CINCINNATI, OHI0O—The appointment 
of Charles H. Butler, Cincinnati adver- 
tising executive, to the newly created 
position of merchandising and advertis- 


















CHARLES H. BUTLER 


ing manager of The United States Shoe 
Corporation has been announced by 
Joseph S. Stern, president. Mr. Butler 
has been associated, as an account ex- 
ecutive, with Stockton, West, Burkhart, 
Inc., Cincinnati advertising agency, for 
the past ten years. As such, he has 
taken an important part in the plan- 
ning of advertising and merchandising 
activities for the company he now joins. 

Before his connection with Stockton, 
West, Burkhart, Inc., Mr. Butler served 
as a brand promotional manager in the 
advertising department of The Procter 
& Gamble Company. Previous service 
also included a position in the advertis- 
ing department of The Kroger Grocery 
and Baking Company, and The Steu- 
bing Truck Company. 





Plastics Manufacturer 
Announces New Name 


Boston — The Colonial Synthetic 
Leather Company has announced a 
change in company name to Colonial 
Plastics Company. Long a supplier of 
plastics to manufacturers of footwear, 
handbags and accessories, Colonial 
Plastics’ sales policies and products 
will remain unchanged. Mark Bort- 
man, general manager, in referring to 
the change, explained that the new 
name is more closely associated with 
the company’s products 
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Endicott Johnson Salesman 
To Serve in Washington 


Enpicott, N. Y.—Endicott Johnson 
Corp. has designated Angelo C. Chris- 
tina, for 20 years a salesman with the 
company, to serve with the War Assets 
Administration for six months. The 
government has asked several shoe 
manufacturers to appoint men to assist 
in the disposal of surplus footwear. Mr. 
Christina will assume duties in Wash- 
ington, D. C., at once. 


Named Factory 
Superintendent of Prima 


CoLuMBuUs, OHI0—Charles F. Bobst 
has recently been named factory super- 
intendent of Prima, Inc., of Columbus. 
Prior to his serving in the Armed 
Forces, Mr. Bobst was associated with 
Selby Shoe Co. and Williams Mfg. Co. 
cf Portsmouth, Ohio. 

His promotion is part of Prima’s 
plans to expand operations to include 
other types of footwear. 





News of the SaUeSMUtdt and Sd Yulee” 


Joins Gro-Cord Rubber Co. 

























LIMA, O.—Eldon L. Babcock, who re- 
cently was named Eastern sales manager 
of the Gro-Cord Rubber Co., in which 
capacity he will call on manufacturers 
in Virginia, West Virginia, Maryland, 
New Jersey, New York and Pennsylvania. 





Dr. Scholl Flies to Europe 





NEW YORK—Dr. Wm. M. Scholl, right, 
president of The Scholl Mfg. Co., Inc., 
Chicago, left by American Airlines on 
Augést 28 for an inspection of the com- 
pany's plants and visits with his agencies 
in Europe. He will visit England, France, 
Belgium, Denmark, Norway, Sweden, 
Holland and Italy. The itinerary includes 
a flight to India, Argentina and Brazil 
where Dr. Scholl has extensive interests. 
At the left is Charles F. Hanser, vice- 
president of Donahue & Coe, advertising 
agency, who is accompanying Dr. Scholl 
on his trip. 





Mrs. Rondeau Heads 
Shoe Firm 


FARMINGTON, N. H.—Mrs. Eleanor 
M. Rondeau, widow of Henry O. Ron- 
deau and a member of the board of 
directors for several years, has been 
elected president of the H. O. Rondeau 
Shoe Co., Inc. 

Stanley M. Burns of Dover, N. H., 
general counsel for the corporation for 
several years and a member of the 
board of directors since the death of 
A. Burtman, has been elected treasurer. 
Philip E. Coolidge and Lester S. Morse, 
both of Brookline, Mass., have been 
elected members of the board and Nor- 
mand P. Liberty, who has been con- 
nected with the corporation since its 
inception, has been elected general 
manager and as such will have general 
charge and supervision of the opera- 
tion of the factory. 

Edward W. Morphy will continue in 
his present position as superintendent 
in charge of manufacturing, production 
and personnel. Maxwell White has 
been appointed purchasing agent, and 
in addition, will continue ir churge of 
the Cutting Department. 

It is the intention of the H. O. Ron- 
deau Shoe Company, Inc., to continue 
to operate under the same polities es- 
tablished by Messrs. Burtman and Ron- 
deau. 
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Sport Shoe Department Opened in Gimbel’s 


PITTSBURGH, PA.—A new department devoted to Sandler of Boston, opened at 
Gimbel's, here. Panelled in knotty pine, this department is situated on the Teen- 


Age floor. 


The opening of the department was marked by various promotions on the part 


of the store. 


Miss Francine Blum, Gimbel's fashion co-ordinator, was on the 


air for several weeks prior to the opening. Invitations to all teen-age customers 
were sent inviting them to the personal appearance of Taffy Barnes, Sandler cover 


giri. 





To Carry Gerda Line 


New YorkK—Benjamin Sobel, asso- 
ciated with Sobel Brothers for 17 years, 
has joined the staff of Gerda Footwear, 
here. Mr. Sobel will cover Brooklyn, 


BENJAMIN SOBEL 


the Bronx, Manhattan and Queens for 
the firm. He will carry the complete 
line of men’s, women’s and children’s 
shoes, slippers, rubber -footwear and 
casuals. 


Open Offices in St. Louis 


Cuicaco — The 
pany, here, have 
offices in St. Louis. Frank F. Nitchy 
is in charge of the new show room lo- 
cated in the Shell Building in that city. 


Groves Shoe Com- 
opened additional 


Honor Thompson at 
Birthday Party 


Los ANGELES, CAL.—The Los An- 
geles Athletic Club was the scene of a 
happy birthday party given recently 
by E. B. Steere and Harry J. Evans to 
Jimmie Thompson on the latter’s 65th 
birthday. A birthday cake, together 
with numerous presents—some practi- 
cal—lent gaiety to the occasion. 

Those present were the hosts, E. B. 
Steere, J. P. Smith Shoe Co.; and 
Harry J. Evans, Field & Flint and 
Lockwedge Corp.; together with P. K. 
Friesen, Lloyd-Friesen, Tacoma, 
Wash.; Ray Beckett, manager, Lank- 
ershim Hotel; Jack Goddard, Frederick 
Kayser and O. H. Falkenstein, all of 
the Wetherby-Kayser Shoe Co.; Mar- 
shall Bee and Ray Reid of The Selby 
Shoe Co.; Clarence A. Dean, Kane, 
Dunham & Kraus; D. R. “Bud” Ches- 
ney, Chesney Shoe Co.; R. L. George, 
Long View, Wash.; Ot Launer, J. P. 
Smith Shoe Co., Jack Newcomb, 
Oomphies Shoe Co.; Horace C. Teuber, 
of Reynolds, Riverside, Cal., and 
RECORDER’S Harry R. Terhune; and— 
of course—Jimmie Thompson, of the 
Physical Culture Division of The Selby 
Shoe Co. 


Opens Eastern Sales Office 


New York—Manuel Gudelsky, east- 
ern representative of Monogram Slip- 
per Company, St. Louis, has opened a 
permanent sample room and sales office 
in the McAlpin Hotel, here. He has 
room 335. 


I. Miller Displays Fall Line 
At Fashion Show 


New York — A very complete and 
noteworthy line of Fall shoes ranging 
from sports types to glamorous hostess 
and evening shoes was presented by I, 
Miller & Sons at a dinner and fashion 
show for their sales force and the press 
at the Hotel McAlpin on Wednesday 
evening, September 4. The show was 
introduced by Maurice Miller, who is 
treasurer of the firm and in charge of 
retail operations. Mrs. Eleanor Howard, 
director of publicity for the Carlisle 
Shoe Company, was the commentator. 

Although quite an even distribution 
of open and closed styles was shown, 
Mrs. Howard called particular attention 
to the return of the opera pump, which 
has been heralded by I. Miller with the 
simple, traditional high-heeled suede 
pump and also a wedge pump, both Inge- 
nues. An important variation of the 
opera is “Lady Love,” which has a verti- 
cally tucked vamp, and its sister shoe, 
“Young Love,” on a low wedge. Perhaps 
the most outstanding closed shoe in this 
line is the dramatic “Castlewalk,” a 
black suede ankle-strap pump which 
rises high on the ankle in back with 
a boot-like effect. Vogue has named this 
“the boot of the year.” 

A large portion of the line is Liza- 
gator, shown mainly in open-toed sling 
pumps, with matching bags and Liza- 
gator-trimmed gloves. 

The Shank’s family seems to know 
no limits, four new versions being 
presented at this show. A flat satin 
sandal is called “Shank of the Eve- 
ning,” while its suede counterpart is 
the “Shank of the Day.” 

Wine is the color played strongest by 
I. Miller this season. It was presented 
in many diverse styles in calf, and call- 
ed Wine Flip and Aperitif Wine. 

The most important fabric in shoes 
this year is satin, according to I. Miller. 
Both all-satin and satin-trimmed shoes 
were shown in black, gray, and the new 
“blonde.” 

In general, the Miller line shows that 
shoe silhouettes are soft and feminine. 
High platforms were in the minority 
and “higher low heels” make news. 
Several of the casual type wedges 
presented were slip-lasted. Decor is 
simple but effective. Only one shoe 
in the presentation had nail-heads as 
trimming. 

Besides I. Miller’s own shoes and 
Ingenues, shoes from the sports depart- 
ment by Sandler of Boston and Vogue 
were seen in this showing. Many manu- 
facturers in the accessory field were also 
represented, and the costumes, which 
were from top flight designers, were ac- 
cessorized by Miss Regina Hellman, I. 
Miller accessory buyer. Preparations 
for the dinner and show were also 
handled by Miss Margaret Whiteman, 
retail advertising director. 
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EVERETTES 
Hard Wearing Sol 

anion $1.25 

g Sizes 5 to 9 PAIR 

“ 

: Net 10 Days, F.0.B. Chicago 
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| IRVING LAMET SHOE CO. 

333 W. Monroe St., Chicago 6, Ill. 
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WOMEN'S SLIPPERS 
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Faille Leisure Slipper 
Fur Collar—Ruffled Gore Back 
Full Sizes 4-9 


$2.25 Net 10 days, F.0.8., N. ¥. 
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Colors: pene 9 ow, S Shock, Wie, Light Bive, 
Miniecte Ph ms 18 pairs A @ color. 
State Second Color Choice. 
immediate Delivery 


J. & S. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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September 15, 1946 


Jack Sutton Leaves 
Shoe Business 








BEAUMONT, TEX.—Jack Sutton, for 
nine years designer with Johnson, Ste- 
phens & Shinkle Shoe Co. of St. Louis, 
has left the shoe business to join his 
brother as portner in an automobile 
firm, here. Mr. Sutton is noted for in- 
fluencing the trend of women's footwear. 
Before joining the St. Louis firm, he had 
been connected with |. Miller & Sons, 
where he developed the elasticized sling 
pump which has enjoyed great popularity 
in women's fashions. 





Seymour Troy Joins 
Better Shoe Guild 


New YorkK—Setroy, Inc. has become 
a member firm of The Guild of Better 
Shoe Manufacturers, it was announced 
recently by Benjamin D. Schwartz, 
president of the Guild. Seymour Troy 
is president of Setroy. 

The originator of many footwear 
fashion themes since he enteréd the 
women’s shoe business in 1919, Sey- 
mour Troy is recognized as one of the 
foremost creators in the women’s shoe 
industry. Such an outstanding success 
as the Valkyrie-type on the walled last; 
the Zuider Zee, the Dutch-influence 
theme with keg heel; the baby toe last; 
shankless shoes; heel drape ideas and 
unusual treatments of sole, platform 
and heel are among the developments 
credited to Mr. Troy. 

In addition to the Setroy, Inc., plant, 
Mr. Troy has a second factory, Bench 
Made Ltd. 


Purchase Interest 
In Slipper Firm 





SAN FRANCISCO, CaL.—The interest 
of Robert D. Perrotti in Llama Slip- 
pers of California has been purchased 
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WORK SHOES 











WORK SHOES 


#3246 








| Sizes: 6to 12, E width 





ARNOFF SHOE CO.,INC., 101 Duane $¢..N.Y.C 
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WOMEN'S CASUALS 
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“OUTDOR-EES” 


Flexible California Process 


Black Gabardine Ballet 


No. 1552 







$2.50 


@ polr 
| 10 . Net 30 
oe icago 


Outside Wedge for Outdoor 
Wear 
oe 4to ? _ slows), uM ee 
e es a nsure perfe. 


pa case, assorted sizes. 
Minimum Order: |8 pairs. 


Immediate Delivery 
WILLIAM COHAN CO. 


Casuals — Sport Shoes — Slippers 
19-21-23 S$. Wells St., Chicege 6, Ml. 














by Earl G. Standish, J. A. Rocha and 
Joseph Gusti. Together with Clarence 
Asch, one of the original founders of 
Llama Slippers of California, they 
have incorporated as Llama of Califor- 
nia and will continue the manufacture 
of men’s slippers at 498 Taraval St. 
Earl Standish is president and sales 
manager; J. A. Rocha, vice-president; 
Clarence Asch, treasurer and manager; 
Joseph Guisti, secretary. 
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WOMEN'S KID D'ORSAY 


Smooth Kid Leather Uppers 
Flexible Hard Leather Soles 
Open Toe 




















$3.15 


Net 10 days 
F.O.B. N.Y. 


Size: 4-9, Full Sizes Only 
Medium Width 
Colors. Blue, Brown, Wine, Black 
Minimum Order 18 pairs of a color 
State Second Color Choice 
Sept.-October Delivery 
J. & S. SHOE CO., INC. 


26-42 Jackson Ave., Long Island City |, N. Y. 
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SKI BOOTS 
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Seen £3. at ee 
SKI and CLIMBING BOOTS 


250. Leather 
Sizes 6 to 


#249. Suter 
Sizes 5 


Cc, D, E, EE Widths 
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ARNOFF SHOE CO , 101 Duane St.,N.Y.C 
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MEN'S SHOES 


LOOK TO Y 


FOR LEADERSHIP 


















Delman Presents Fall Colors 


New York — Coordination of shoe 
colors with Forstmann woolen shades 
was the theme of Delman’s recent show- 
ing of Fall shoes to the fashion press 





Model from the fashion show for the 
press held recently at the Delman Shoe 
Salon at Bergdorf-Goodman. The open- 
ing of the first Fall shoe window, design- 
ed and executed by Dana L'Clare, Inc., 
coincided with the show. The same pre- 
sentation was used for interior and win- 
dow displays. 


at his salon at Bergdorf-Goodman. 
Shoeless models in black tights, wear- 
ing gloves in the new Forstmann Vint- 
ner colors, carried shoes in colors dg- 
signed to be worn with these woolens. 
The showing was planned to dramatize 
Mr. Delman’s belief that shoe colors 
contrasted with the costume make the 
most effective coordination. 


With Forstmann Jamaica Rum, a 
dark rust shade, was shown a shoe in 
Malaga, a deep wine shade. With Forst- 
mann Angostura, a bitter black brown, 
Delman’s Gunmetal was contrasted. His 
Brownstone, a soft rosy brown, was 
coordinated with subdued grays and 
blues. From four to twelve styles were 
shown in these basic Delman colors in 
& variety of leathers for daytime and 
afternoon wear. Patterns covered a 
wide range from closed pumps with 
extension welts to lraped and wrapped 
silhouettes for dressy afternoon wear. 

Six patterns in bronze were shown as 
types to meet the need for formal after- 
noon-into-evening shoes. Satin was used 
in many ways in the evening group— 
painted and embroidered. Platforms 
were carved, gold-plated and stone- 
studded. 


Purchase Norrwock Shoe Co. 


CoLumBus, O.—Schiff Co., Columbus, 
retail shoe chain, has purchased the 
Norrwock Shoe:-Co., Norridgewock, Me., 
women’s shoe manufacturers, which 
will be operated as a wholly-owned sub- 
sidiary. 

Harold Alfond and Simon Alfond, 
president and vice-president-treasurer, 





respectively, of Norrwock, will continue 
in their present positions, and the lat- 
ter has also been elected a vice-presi- 
dent of the Schiff Co. 

Herman R. Tingley, director and as- 
sistant secretary of the Schiff Co., has 
been named secretary of the newly- 
acquired subsidiary; Jack Schiff has 
been elected chairman of the board, 
with Oscar Musinsky and Herbert Lee 
named to the board of directors. 





General Shoe Corp. Buys 
Interest in Peru Factory 


NASHVILLE, TENN.—General Shoe In- 
tercontinental Company, foreign opera- 
tions division of the General Shoe Cor- 
poration has announced purchase of a 
controlling interest in one of the largest 
shoe manufacturing companies of Lima, 
Peru, La Fabrica Nacional de Calzado 
“El Triunfo,” S. A. 

The announcement came from J. P. 
Saunders, vice-president and secretary 
of General Shoe Corporation, who with 
C. R. Murphy, assistant director of the 
foreign division, recently returned from 
Lima, where the deal was consummated. 
Company officials, including president 
W. M. Jarman, have made several visits 
to various South American countries 
during the past year, aimed at an Pan- 
American expansion of their shoe manu- 
facturing operations. 

Capital stock of the Peruvian com- 
pany is 3,500,000 soles, or approximate- 
ly $500,000, with General Shoe Corpora- 
tion purchasing a majority of the com- 
mon stock. Its interest will be further 
exercised through the appointment of 
four of the seven members of the board 
of directors which will include an execu- 
tive vice-president. Mr. Saunders and 
Mr. Murphy will be two of the directors 
from Nashville. The other officials are 
vet to be selected. 


The joint operations will start Oc- 
tober 2, according to Mr. Saunders. The 
Peruvian company now manufactures 
approximately 1500 pairs per day of 
men’s, women’s and children’s shoes in 
its 60,000-square-foot plant, which com- 
pares in size with the manufacturing 
space of the General Shoe plant located 
here in Nashville. The building is only 
two years old and is described as very 
modern and architecturally attractive. 
Existing facilities in the plant will en- 
able General Shoe Intercontinental Com- 
pany to substantially increase the pre- 
sent production, according to Mr. 
Saunders. Plans to this end are being 
perfected now. 

Included in the Peru operations will 
be two retail shoe stores in which Gen- 
eral Shoe Corporation will also have a 
similar joint interest. 

Chairman of the board of the new 
company will be Dr. Eleodoro Romero 
Romana. Negotiations were concluded 
through him and the other directors and 
stockholders of the Lima company. Lima 
is about 4200 air miles from Nashville 
and has a population of approximately 
one million. 
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WE SELL 
QUALITY SHOES 






Quality Shoes Since 1932 













From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 

St. Louis 3, Mo. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., Inc. 


WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 


































MEN'S SLIPPERS 
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Immediate 
Delivery 


“PIPE-TONES" 
MEN'S WOVEN FABRIC 


OPERA SLIPPERS 


Genuine Leather Padded Soles 














Folded Edges. Blue, Red 
and Brown. Sizes 6 to I!. $9.25 
36 pr. to case. — 





Net 10 Days, F.0.B. Chicago 


IRVING LAMET SHOE CO. 


333 W. Monroe St., Chicago 6, Ill. 
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What's New 


Pocket-Sized Purse 


The “Boodle Bag,” now available in 
crushed lambskin in colors, is featured 
by Rolfs for use as a carry-all inside 
the purse. Fashioned with a patented 
closing, it is said to be easy to pull 
open and snap shut and is. offered par- 
ticularly for the college and gift trade. 
This bag is lined with dressmaker lin- 
ings. 

Other items featured by the firm in- 
clude a line of billfolds and wallets in 
various colors and materials. 


Novelty for Teen-Agers 















Plastic shoe lace ornaments in the 
form of dice, called Clix, are offered by 
Neff Novelties to catch the eyes of teen- 
age shoe customers. These come in red, 
green and white, to blend with the cos- 
tume. 





Designer Joins New Firm 


NEw YorK—Irving Berkowitz, for- 
merly associated with Royal Footwear, 
Inc., as designer, has joined the re- 
cently organized firm of Maxine’s, Inc., 
at 262 Canal Street, in the same ca- 
pacity of creator of women’s high style 
novelty shoes. About a year ago, while 
still associated with Royal Footwear, 
Mr. Berkowitz helped to form the 
Marklill Shoe Manufacturing Corp. at 
133 Mulberry Street. He will continue 
to design shoes for this company. Both 
firms with which he is now affiliated 
manufacture high style shoes for 
women, retailing at $25 to $30. 





Operating in New Location 


THREE Rivers, MicH.—Huette Shoe 
Mfg. Co. has moved into its new plant 
at 112 West Michigan Avenue, here. 
The company was formerly located in 
Centerville, Mich. Production of chil- 
dren’s shoes has already begun in the 
new plant. Charles Huette is head and 
owner of the business. 
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SHOE HORNS 
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“EMERSON ELITE” (B 6) 
Beautiful — Strong — Shoe Horn of 


Lucite or Plexiglas—5” long. 
Assorted Colors 
$39.60 per gross 


EMERSON PLASTICS CORPORATION 


202 East 38th St., New York 16, N. Y. 
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MOCCASINS 













BROWN SMOOTH RETAN SPLIT 


MOCCASINS 
w-stock IMMEDIATE DELIVERY 
MEN’S 6-11, BOYS’ 1-6 
WOMEN’S 4-9 
$2.75 
Net F.0.8. Phila. 

Minimum Order 18 or 36 pairs. 
* Reinforced Plug 
* Orthopedic Sole 


KRISCHER-KLINE SHOES 


34 No. 4th St. Phila. 6, Pa. 





* 4 Eyelets 








MEN'S SLIPPERS 
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ALL LEATHER MEN'S OPERA 
Full Leather Lined, Lockstitch Construction, 


$3.15 


Net 16 days 
F.0.8. N.Y. 






Ne. 402 
Sizes: 6-11, 7-12 
24 pr. min. 
Colors: Brown, Bleck 
Also in Everetts at $3.25 
SELBURN SHOE CO., Inc. 


153 Ouane Street New York 13, N. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN 


25-35 YEARS OF AGE 
Travel for one of the leading Rubber 
Manufacturers 


pone, rn wh rling i 


Manager 
T ‘ge + SHOE Sy ae 
Street, New 


Bex £165, 
York (7, New 











M4nuractysss OF QUALITY SHOE 
Line seeks aggressive, experi- 
part = al who have connections with Job- 
bers, Chains, Department Stores and Retail 
Choice, exclusive territories throughout 
the country are available. Complete line. This 
is an expansion program, capitalizing on popular 
acceptance of product. Nationally 
Attractive commission plan. Give full details, 
in strictest confidence. Address #210, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





FOUR SHOE SALESMEN WANTED 


Experienced Men — to sell Women's 

year Welt Sports, Littleway Moc- 
casins and High Styled Playshoes. Es- 
tablished Wholesale House. Territories 
open: Georgia-Florida; Louisiana-Mis- 
sissippi-Arkansas-Oklahoma; Utah- 
Idaho-Colorado; Texas-New Mexico- 
Arizona. Liberal commissions and 
guaranteed territories on re i. busi- 
ness even if sold by Home 


Address: Oe $8-5, ers of Bets Ree 
10 High Street, Boston 10, M 











S HOE ORNAMENTS SALESMEN, sideline; 

all territories open. 15% commission. Write 
all particulars. Address #261, care Boot & Shoe 
eo 100 East 42nd Street, New York 17, 





OPPORTUNITY ONLY FOR 
SALESMEN 
WITH GOOD CLIENTELE 


to represent well-known and nationally 
advertised line of ladies’ high-style 
shoes,—which retail from $5 to $12—in 
the following territories: 1. New York 
State; 2. Idaho, Montana, Wyoming, 
North and South Dakota; 3. Virginia, 
North and South Carolina; 4. Louisiana 
ve Arkansas. 


rite LESTER PINCUS SHOE CORPORATION 





Wi) Doone Duane Street, New York 13, N. Y. 











Distributor of pam Priced Any -y- Novel- 
ties has several ~~ 
with Lag war st in Retail Shoe. Trade. 
— basis. —y—~ | = paricuars covering 
experience, age rences. es 
confidential. 

Bex #247, af At goer as SHOE RECORDER 

10 High St., Bosten 10, Mass. 











GALESMEN WANTED BY PROGRESSIVE 
FIRM, to carry Sideline of Mens’, Women’s, 
and Children’s fast moving California Process 
Slippers, Playshoes, and Casuals. All territories 
open; 5% commission basis, payments one week 
after shipment. Commissions paid on re-orders. 
Wonderful opportunity to work with cooperative 
firm. Write giving full particulars. Address 
#252, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





A LIVE NEW YORK WHOLESALE 
NOVELTY SHOE HOUSE 


desires sales representatives for 
Pittsburgh area, also Illinois and 
Southern States. Experienced men 
with substantial following _pre- 
ferred. State previous connec- 
tions and length of each. 


Address 264, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














SALESMEN, SIDELINE OR OTHERWISE, 
to handle exclusive Jobber’s Line of Women’s 
Novelties and Casuals. All territories open. 
Address #263, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





MODERNLY DESIGNED 
in genuine Plexiglas and 
Lucite for Ladies’, Men’s, and Infants’ Shoes, 
available for immediate delivery: including our 
nationally known “Fantom-Form”, (see our ad- 
vertisement on Page 139 of this issue). Some 
additional exclusive territories are still avail- 
able. Full time or side line. Liberal drawings 
against commissions. Give full particulars apd 
several references. Replies held confidential. 
ROGER KENT COMPANY, 211 N. 7th Street, 


St. Louis 1, Missouri. 
ce EARN $10,000 to $15,000 YEARLY. 
Louis firm with established accounts, has 
ati opening for shoe men to carry women’s 
high grade novelty shoes, play shoes and spor: 
welts, covering Texas, Oklahoma, Louisiana and 
Missouri. If now carrying manufacturer’s line 
can be carried as side line or carry line exclu- 
sively. Give full particulars in your applica- 
tion regarding ability, lines hgndled and terri- 
tories covered. Address: Box #270, care of 
Boot and Shoe Recorder, 1221 Locust Street. 
St. Louis 3, Mo. 


AST-SELLING, 
display fixtures 





SALESMEN WANTED te sell Manufacturer's 
Line of Nationally advertised, quality Canvas 
and Waterproof Footwear to retail trade. Com- 
mission basis. Territories open are: Pacific 
Coast States, Rocky Mountain States, Texas, 
Oklahoma, Nebraska, Kansas and the Dakotas. 
Write complete details in first letter. No objec 
tion in handling other non-conflicting line. Ad- 
dress #257, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





W EST COAST SALESMAN WANTED for 
well known, established manufacturer of 
fine styled, Ladies’ Hard Sole Slippers, retail- 
ing at $2-$3. Your reply will be treated in con- 
fidence. Address #265, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





SALESMEN WANTED FOR TEXAS AND 

FLORIDA to carrry Line of fine Men's 
and Ladies’ Slippers. Address #271, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





SIDE LINE SALESMAN WTD. 


SIDELINE SALESMEN WITH’ ESTAB- 

LISHED TRADE, Manufacturer of high 
grade soft sole, intermediate and first step 
baby shoes—Following territory open: Wash- 
ington, Oregon, California, Texas, Oklahoma, 
Arizona, Louisiana, Minnesota, Virginia, Penn- 
sylvania, Kentucky, Tennessee, Mississippi, New 
Mexico, North and South Dakota, Michigan, 
Wisconsin. Give Full details first letter. Ad- 
dress #258, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








FOR SALE 








FOR SALE 


LARGE QUANTITY OF BLACK, 
SYNTHETIC RUBBER CEMENT 


Ideally suited for shoes or luggage. 


Address 266, care BOOT & SHOE pagowees 
100 East 42nd Street, New York 18, N 











SHOE TREE PATENT TO SELL, OR ROY- 
ALTY, Alfred Atlass, Inventor, 10 Overlook 
Terrace, New York 33, N. Y. 





FOR SALE 
20,000 Pair Hinge-Type Lasts for 
sale. High Quality and High Style. 
I. MILLER & SONS, INC. 
43-10 23rd St., Long Island City 1, New York 

















When a box number ts 
if own name and address is 
Send 


desired, 
check er meney 


CLASSIFIED ADVERTISING RATES 


ayed classified agverticine is 10 cents a werd under any of our classified headings. Minimum rate is $1.80 

to any of our offices, 12 words must be added for this and charged 
used, count each word (street number is one ) at word rate. 
order with your copy. No accounts are opened for 


contract. 
Classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 
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LINE WANTED 


LINE WANTED 


POSITION WANTED 





—_ 





Hotel Governor Clinton, N. Y. 
Sept. 28—Oct. 2nd 





NATHAN STRAUSS of MIAMI, FLORIDA 
P. O. Box 1887 
MIAMI 11 


would like TO ADD ONE LEADING MANUFACTURER’S 
LINE to represent in the SOUTHERN STATES. 
BETTER GRADE SHOES - SLIPPERS 


I am willing to visit you. Kindly contact my Miami address. Thanks. 





NATHAN STRAUSS 








pth SALESMAN, 20 YEARS’ EX- 
PERIENCE, wants Line for either Penn- 
i Maryland, Virginia, West Virginia, 


Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





LINE WANTED 
FOR SOUTHWESTERN TERRITORY 
EXPERIEN 


Address 237, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











UNG VETERAN, wishes represent reputa- 
ble Manufacturer of Women’s, Children’s, or 
Men’s Shoes. Kansas and surrounding terri- 
tories. 8 years’ sales experience, all types. Car; 
married; best references; aggressive; willing. 
Address #254, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





HELP WANTED 


ANTED: MANAGERS FOR CHAIN 

SHOE STORES in Central and Southern 
States. Good salary and bonus. State experi- 
ence and references. Confidential. Address 
#234, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 








SALES MANAGER 


To sell and manage sales for a 
Rubber Company in the East 
specializing in the manufacture of 
Heels and Soles. Acquaintance 
with shoe manufacturing trade 
necessary. Write complete de- 
tails, age, experience, salary, etc. 


Address 259, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











EXPERIENCED SALESMAN FOR FAMILY 
SHOE STORE in Ridgewood, New es 
Address #269, care Boot & Shoe Recorder, 

East 42nd Street, New York 17, N. Y. 





September 15, 1946 




















HELP WANTED 








SHOE BUYER WANTED 


Need Buyer to uo over buying for as- 
gressive Chain Shoe Stores. Excellent 
opportunity for yf. who can produce-- 
prefer Buyer with St. Louis connections. 
Write details. Confidential. 


UNITED SHOE STORES, INC. 
1525 Broadway, Detroit 26, Michigan 











GHOE MANAGER AND BUYER for a Men’s 
and Boys’ Shoe Department in the $5 to $9 
retail field, in a traffic store. wages, 
steady position, with liberal bonus. This is an 
excellent opportunity for an aggressive person 
who knows the shoe business. Write: SAM 
FOX, INC., 317 North Washington Avenue, 


Lansing, Michigan. 











S HOE STORE MANAGERS: Growing Wo 
men’s Novelty Shoe Chain located in Chicago 
area is opening additional stores. This is a 
real opportunity to line up with a progressive 
organization. Interviews can be arranged at 
your convenience. Address #256, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





M ANAGER WANTED, Salary $4,500 to 
$7,000 yearly. Good salesman, in 

health, between 25 and 40. Phone, write or 
wire giving all past experience, present position 


and salary. Your reply will be kept in strictest 
confidence. Address #255, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





POSITION WANTED 


— XPERIENCED SHOE STORE MANAGER, 
35 years of age; married; hold good Man- 
agerial position now with Chain Shoe Store. 
Experienced in Orthopedics; window display and 
sales promotion. Can go anywhere. Available 
on two week’s notice. Best of reference. For 
full details. Address #253, care Boot & Shoe 
Recorder, New York 
17. R. ¥. 





100 East 42nd Street, 


ANAGER SHOEMAN, Orthopedic or Nov- 

elty, better shoes; Buyer, Windowman; 
trustworthy. References. Available about Sep- 
tember 30th. Address #267, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
17, Y 











Army Officer just released desires position handling 
transportation problems of an industrial concern 
Transportation experience: 4% years military; 4 






Adéress 262, care BOOT & SHOE ry 
100 East 42nd Street, New York 17, N 























WANT TO LEASE 








W ANTED: TO LEASE SHOE DEPART- 
MENTS throughout New England, or will 
buy your present lease in ready-to-wear or de- 
partment stores. Basement or better grade shoes. 
Address #260, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 









WANTED TO PURCHASE 


Te VETERANS WISH TO BUY FAMILY 
SHOE STORE in town of 15,000 or more. 
Prefer location in Wisconsin, Minnesota, or 

Cash deal at 100% on_clean stock. 
Write: Leon.E. Arenz, 323 Pearl Street. 
LaCrosse, Wisconsin. 





















BARIS BUYS 


Quality Shees for Men, 
Wemen and Children 
FOR CASH. 
SARIS SHOE CO.. tec. 

wore 


3-5108-( 
79-81 Reade %t., New York 7, MH. Y. 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 


fay Gen er im, Women and 
Idr 
FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 
Telephone: Worth 2-4548 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St.. New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiaadt 7-6378-8 











EXECUTIVE interested in making 

a change as Buyer or Buyer-Manager of 
Men’s Better Shoes. Twelve years’ retail ex- 
perience all phases of shoe business; presently 
employed as Buyer-Manager, Chicago Loop. 
Age twenty- -nine; married; one child. Good edu- 
Will consider family operation. Refer- 
ences the best. Address: Box #268, care Boot 
and Shoe, Recorder, 209 South State Street, Chi- 
cago 4, Tl 


OUNG 


CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
























WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS _ 








YOUR MAME PROTECTED .. 


1215 Washington Avenue—St. Louis, Mo. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
- WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 

89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











GET TOP VALUE 


CAMITTA SHOE CO. 


1 Ne. ho Phila. 6, Pa. 
Phone — LOMbard 2062 

















Washington Newsreel 
[CONTINUED FROM PAGE 64] 


than the first six months output, but will 
be lower than that of the last half of 
1945. 

On the price front, the situation re- 
mains the same as reported on this page 
two weeks ago. OPA is still sitting 
tight in regard to any overall increase. 
Reports reaching the price agency in- 
dicate that the hide trade is beginning 
to realize that OPA means business in 
adhering to the old ceiling. CPA ad- 
mits that the hides brought into the 
market as a result of its compliance 
drive would have reached normal chan- 
nels in any case. They had not been 
moved earlier because they were not 
ready for shipmnt. Still, CPA prefers 
to use its compliance and inventory pow- 
ers to keep deliveries going, rather than 
increase the 15% cent ceiling. ‘ 

It is also gratifying to report that Bill 
Molster has partially solved the person- 
nel problem that has always bothered 
OPA regarding shoe and leather pricing. 
Bill has arranged for four industry of- 
ficials to come into OPA on a weekly 
rotating basis so that practical shoe 
men will be available at all times to aid 
with shoe pricing problems. These men 
are Edgar Rand, International Shoe 
Co.; Harry Butler, General Shoe Corpo- 
ration; Robert Erb, J. F. McElwain Co.; 
and Edward F. Casey, Page & Co. Russ 
Walkey, former division director, will 
also be available as a consultant, and 
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MERCHANTS' NEEDS 
FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
rie are easily shrunk with- 
out harm. 

Special combination offer $32.50 (fluids 

included in above prices). 

Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 BH. Gist Street, Indianapolis, Ind. 








Joseph B. Charde, J. P. Charde & Sons, 
who assisted Bill in the shoe rationing 
program, has also offered his services. 


Mishawaka Salesmen See 
Spring Line in Chicago 

Cuicaco—Canvas sport shoes, basket- 
ball shoes, men’s and women’s fabric 
casual shoes which will be in the Ball- 
Band line in the Spring of 1947 were 
introduced to salesmen at the Misha- 
waka Rubber & Woolen Manufacturing 
Company’s regional meeting at the Pal- 
mer House in Chicago, Aug. 29, 30, 
and 31. Footwear with many new fea- 
tures will be made, in addition to pre- 
war types; however, it is believed short- 
ages will continue to restrict production 
throughout 1947. 

J. L. Duncan, manager of sales, pre- 
sided over the meeting, introducing G. 
W. Blair, president, G. D. Babcock, vice- 
president and director of sales, as well 
as other members of the Mishawaka 
organization. An increased advertising 
and sales promotion program which will 
mean carrying of advertisements in 
Life, Mademoiselle, and Vogue, in addi- 
tion to other magazines, was announced. 


— 





Macher Set Adinting Cute 


Relieves PR ana g on Bunion, Pro- 
tects Ent Joints. 

Shape of . Hides Deformity, 
Ask Your Shoe Findings 
Jobber 
Est. over 40 years 
THE FISCHER MFG. CO. 


BEFORE AFTER Milwaukee {!, Wis. 








Pouy Cur 
for Price Tickets 


Will be available for shipment in 
October. Order now for early delivery. 
M. D. POLLINGER CO. 
Holland Bldg., St. Louis, Mo. 











ADVERTISING 


—here's how to get 
More Business! 


HE Vincent Edwards idea Clipping 
Service has over 2,900 satisfied users. 
Each erder filled according to whet 
want; —— usually request 
West retell ads; manufacturers usually 
want ods of competitive . 

You will find a study of newspaper 
ickest and least ex- 
yo: with what's 


VINCENT EDWARDS & CO. 


World's Largest Advertising Servi 
342 Medison Ave., New York City 


ey B yg A more aay oo, 
paper pping service specia’ 
short term tric’ 


























MILWAUKEE, Wis. — Wilson Scott, 
who has for the past eight years served 
the Albert Trostel & Sons Co. as sales- 
man covering the glove trade, and who 
before that was associated with the 
Soo Tannery of Northwestern Leather 
Co., is getting his own tannery under- 
way here under the name of the Black- 
hawk Tanning Co. He will devote his 
entire production to split leathers. The 
plant occupies two floors of what was 
formerly the Bradley Knitting Co., and 
is capable of expansion if necessary. 


Boot and Shoe Recorder 





